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ee @ that several months ahead of schedule we have reached o 
FIFTIETH ANNIVERSARY OBJECTIVE 


Insurance-in-Force of Over 


New Business first five months of 1930, 150% of same period 1929 


The Company on May 31, 1930, had gained 80% as much in Insurance 
in Force as for the entire year 1929—which was also a good year. 


OUR SALES PLANS ARE WORKING—MAY WE TELL YOU ABOUT THEM? 
THE MINNESOTA MUTUAL LIFE INSURANCE COMPANY .- St. Paul 














Personality in a Life Insurance Company? 


YES! 


We hear a lot about personality in people. But we don’t believe personality is 
confined entirely to human beings. A city may have a personality—New Orleans, 
for instance! A great trans-atlantic Liner may evolve a personality; so might 
a University; so might a Business Institution. 


The Pan-American isn’t just “another Life Insurance Company” — somehow 
or other, we believe it has acquired a personality; a personality that sets it off a 
bit from the others; a personality that attracts and holds men who are ambitious 
and who have ideals and who have personality of their own. 


What gives a Life Insurance Company a personality? It’s hard to say. But— 


Perhaps it’s the spirit which prevails among our 210 Home Office Employees; 
the spirit of keeping the watchword—‘“Service to Agents”—ever before them. 


Or, perhaps it’s the Schools of Instruction which are held in every section of 
our territory twice a year. 


Or, perhaps it’s because our Sales Planning Department gives agents the names 
of prospects who have actually asked to be told about Life Insurance. 


Or, perhaps it’s the fact that every Officer in the Agency Department of our 
Home Office has had personal experience with a rate book and so has a full 
appreciation of the obstacles which confront the Life Underwriter. 


Or, perhaps it’s because Pan-American policies are designed to meet every need 
and are sold at a rate which is as low as sound life insurance principles will 
permit. 


Or, perhaps it’s because our agency contracts are liberal in their terms and con- 
template a salary as well as liberal first year and renewal commissions. 


Or, perhaps it’s all of these factors combined! 


In any event we have some available territory for men who are not presently 
connected. 


Address 


E. G. Simmons, Vice President and General Manager 


PAN-AMERICAN LIFE INSURANCE COMPANY 


NEW ORLEANS, U. S. A. 


Crawford H. Ellis, President 


We repeat this advertisement every so often because we believe it epitomises the 
spirit which prevails among the Home Office and Field Force of the Pan-American 
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Form Institute 
of Estate Study 


Widespread Interest in Case 


Method Educational Movement 
at Chicago 


SEEK ILLINOIS CHARTER 


National Possibilities Seen in Organiza- 
tion Growing Out of Informal 
Discussion Club 


Out of an informal discussion club 


jormed in Chicago 
lebate matters of estate disposition has 


some time ago to 


own an idea for an American Insti- 
wte of Estate Advisors which ‘has 
dicited keen interest from many life in- 


officers in sev- 


taking concrete 


surance men and trust 


eral cities and now is 
form through application for a charter 
n Illinois. 
Constitution 
prepared, analyzed section by section 
and tentatively approved, and it is ex- 
ected that the permanent organization 
vill be effected within two weeks. 


Chieage Club First Chapter 


and by-laws have been 


It will start certainly with the original 
discussion club, known as the Life In- 
surance Trust Club of Chicago, as a 
nucleus, and probably with another 
similar club formed there along the 
same lines six weeks ago. These will 
be chapters of the national organiza- 
tion. Others are expected to apply for 
admission as soon as the institute be- 
gins functioning. 

Required 


Association Membership 


At this time it has not been deter- 
nined whether the institute will act in- 


dependently or under auspices of the 
National Association of Life Under- 
writers, as has been suggested, but it 


is assured that it will cooperate closely, 
and one of the cardinal requirements 
been set as association member- 


President Whatley of the National 
association and other leaders are watch- 
ing development of the institute idea 
with much interest. 


“The aim of the institute’s organizers 


s apparently in line with the trend of 
the times toward scientific arrangement 
of estates,” Mr. Whatley said this week, 
“It is a phase of the work in which I 
have been keenly interested for many 
years.” 
Exeites Widespread Interest 

Growth of the institute idea literally 


has been like a snowball rolling down 
hill, according to H. T. Powers, presi- 
dent of the discussion club which will 
form the parent chapter. Requests for 


mormation on the discussions were re- 
ceived from many quarters and it be- 
apparent that some organized di- 
rection of this work was essential. 

So novel and thought-provoking has 
been the method of assigned discussion 
ot set cases, with later comment by 





New Disability Rates Are 
Big Factor in Production 


FORCEFUL SALES ARGUMENT 
Life Agents Have Used the July Limit 
in Good Stead in Getting 
Business 
life 
first 


point in 
the 


sales talking 
insurance production during 
six months of the year has been the 
forthcoming new disability rates July 
1. Some companies put their rates into 
effect earlier and made a special drive 
for business before they took effect. 
Others are waiting until the official pe- 
riod, July 1. The men have been out 
on the firing line telling their prospects 
that after the first of July they will 
not be able to get disability insurance 
at the same rates and the standard pro- 
visions will be put into effect. In a 
number of sections the increase in busi- 


The great 


ness can be attributed entirely to this 
influence, 

Life insurance has not been easy to 
write. Agents have been scratching 
the gravel very hard. Any legitimate 
argument, therefore, is taken advantage 


of in order to impress the minds of the 
policyholders with the fact that protec- 
tion is needed. People more and more 
are attracted to the disability clause. 
They realize that their life insurance 
may be imperiled by disability and 
hence should take as much of it as 
they can afford. Almost all companies 
will fall in line July 1 with the new 
clause and revised rates. 


members, together with an unusual di- 
rect mail service for all members, cer- 
tification of those who qualify through 
this study as skilled advisers on estate 
matters, and printing of complete dis- 
cussions to form a library, that the in- 
formal organization barely has been 
able to keep up with the entailed work. 


To Act as Service Organization 


The conception of the institute’s func- 
tions is as a service organization to 
standardize and unify the work of quali- 
fying as estate experts. Growth of 
estate analysis and programming in life 
insurance has been so rapid, and there 
have been so many life insurance men 
not thoroughly qualified to do _ this 
highly technical work, that the need 
was seen by a small group of life men 
and trust officers in Chicago some time 
ago for an organization to make the 
titles “estate counselor” and “estate ad- 
visor” worth something. 

It was found that there was a great 
deal of information from various sources 
on estate matters, taxation, laws of de- 
scent, wills, etc., but practically no 
reference books based on practical ex- 
perience in arranging types of estates. 
Case Method 


Operates on 


A case method was devised, the club 
having an e) xamining committee of men 
outstanding in this field of life insur- 
ance work. Problems containing tricky 
points were devised, each being a 
hypothetical estate. It quickly was dis- 
covered that almost every member had 
a different idea how these estates should 
be arranged, and that from this diversi- 
fied opinion a standard recommendation 





Officials Deplore Loss 


Due to Loans on Policies 
PRESIDENT HARDIN’S VIEWS 


Mutual Benefit Life Officials Point Out 
Some of the Effect of Lapse 
of Old Policies 


NEWARK, N. J., June 26—At the 
agency convention of the Mutual Benefit 


Life, President Hardin in referring to 
policy loans stated that the ultimate re- 
sult is frequently the lapse of old and 
new insurance. They are at times, he 
said, a disturbing factor in a company’s 
investment plan. Last fall when loans 
were being demanded, permanent in- 
vestment in bonds and other securities 
which could have been advantageously 
made had to set aside. He said that the 
different attitude of the borrower on 
life insurance policies than in other 
cases is probably due to the fact that 
a policy loan has no definite maturity. 
Hence there is no urge of time or club 
of collection. 

The double notice from the company, 
the renewal premium and the interest 
on the loan, President Hardin said, ap- 


parently results in the mistaken conclu- 
sion in the mind of the policyholder that 


the payment of interest on the loan is 
additional cost of his insurance. Hence 
a surrender often results. He asserted 


instances of 


that there are frequent 
lapses and surrender where policy- 
holders did not realize what sacrifice 


was being made. 
Oliver Thurman Speaks 
Thuman in a 


Vice-President Oliver 


talk said that the total paid for produc- 
tion during the convention year was 
$241,587,317, increase $15,000,000. The 
closing month of the convention year 
produced $27,530,806. April was a 
record month, both in submitted and 


issued business. It was the largest of 
any month in the company’s history. 
Mr. Thurman said with the possible ex- 
ception of disability underwriting the 
most vexing present problem which 
confronts life insurance management is 
found in the increasing cost to policy- 
holders that results from the substitu- 
tion of new policies for those 
dered or hypothecated and then lapsed. 
He that the non-forfeiture system 
is based in part on the idea that lapses 


said 





surren- | 


and surrenders will occur when the need | 


ceased or when the 
have 


continue 


for insurance has 
insured’s circumstances 
such that he is unable to 
premium payments or must 
much cash as possible. If there is added 
to these contingencies a factor not con- 
templated arising from the desire of an 
agent to increase his compensation by 
the process of twisting, the company is 
called upon to pay more than the full 
reserve on the terminated policy. Mr. 
Thurman said that the cost of writing 
a new policy to replace an old one has 
an adverse effect on a company’s 
financial integrity. 


his 


could be prepared which would embody 


the best points and which thus would 
be most nearly “fool-proof.’ 
Requirements for admission of dis- 


(CONTINUED ON PAGE 19) 


become | 


realize as | 


Discern Danger 
in Bank Scheme 


Made 
at Denver Meeting of Finan- 


Insured Savings Proposal 


ciers Analyzed 


BAD SELECTION FEARED 


President Whatley of Life Underwriters 
Sees Avenue in This for Re- 
jected Applicants 


At least 


criticisms 


two serious were 
directed by life insurance men. this 
week against the insured savings plan 


described at the 
American Institute of Banking in Den- 
Edward A. Richards, president 


Eastern New York Savings Bank 


the convention § of 


ver by 
of the 


of Brooklyn. This plan contemplates 
carrying group insurance on lives of 
bank customers buying on the install- 
ment plan, to protect the investment. 


One of the dangers seen in this plan 


by life insurance men is of vital in- 
terest to them, for they fear the pos- 
sibility that if this system should 
achieve a wide spread, chain banks 


might find it profitable to organize their 
life 


own company to carry this insur 
ance, 
Predicts Bad Selection 

But this is not the chief criticism. 
The greatest danger is seen in the 
soundness of the plan itself. S. T. 
Whatley, president of the National As- 
sociation of Life Underwriters, ex- 


presses the opinion that the insured sav 
would 


ings plan produce an unusually 
adverse selection for the reason that 
persons who had been rejected by life 
companies would have a strong incen 
tive to make loans at banks using this 
system in order to get the accompany- 


Ing insurance, 


Mr. Richards explained that many 
banks that have been interested for 
many years in savings and thrift ac 
counts have sought a competent and 
legal means to combine life insurance 
with systematic savings. He said the 
| law_in many states permit persons to 
| be insured as a group if they are bor- 
rowers trom one financial institution or 
purchasers of securities from one ven 
dor, under an agreement to pay the 
sums borrowed or the balance of the 
price of the securities installments 
over a period of not more than ten 
years, 





Banker Explains Proposal 


“Why not use this principle of group 
life insurance protection to encourage 
men and women to build on the install 
ment plan and protect by insurance or 


interest-bearing bank accounts?” Mr. 
Richards asked 

“The insurance is written for the 
benefit of the bank, but immediately 
inures to the benefit of the depositors’ 


estate or beneficiary, because the minute 
the bank receives the proceeds of the 
(CONTINUED ON PAGE 0) 
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Conway Resigns New York 
Insurance Superintendency 


BECOMES A COUNTY JUDGE 

Insurance Regrets Retirement of 

Fearless Official—McMahon Is 
Being Mentioned 


All 


NEW YORK, June 26.—Just as the 
underwriting fraterpity was congratu- 
lating itself that in Albert Conway the 
institution of insurance had a strong in- 
fluence in correcting improper practices, 
the discouraging news was received that 
Mr. Conway would retire as New York 
superintendent at the end of June and 
July 1 would succeed W. B. Vause re- 
signed, as judge of Kings county. 

Under the law Mr. Conway will hold 
the judicial post until the general elec- 
tion in November, at which time it is 
expected he will be elected for the full 
term of 14 years. The post carries with 
it a salary of $25,000, while the superin- 
tendency pays but $12,000. 


MeMahon Being Mentioned 


There is nothing definite as to Mr. 
Conway’s successor as New York super- 
intendent, but from authoritative sources 
it is learned that Edward Ward McMa- 
hon, prominent New York attorney, 
probably will be appointed by Governor 
reese, Mr. McMahon is a member 
of the legal firm of Graham, McMahon, 
Buell & Knox. 

In the ¥ months he has been head of 
the New York department Mr, Conway 
earned the reputation of being one of 
the ablest men ever appointed to the 
office, and genuine regret is felt by in- 
surance men that he is leaving the field 
of insurance. He is clear headed and of 
unquestioned integrity and his adminis- 
tration has set a mark that it is hoped 
his successor will be able to maintain. 

Mr. Conway succeeded James A. 
Beha as superintendent early in 1929. 
He quickly attained a reputation for 
fairness, fearlessness and a serious desire 
to do constructive good in the business. 
His activities have been concentrated in 
protecting public interests, but he was 
equally devoted to protecting sound in- 
surance. 

Fortunately the important employes 
of the department are protected by civil 
service, and the work may be counted 
on to function smoothly while the 
change is being made. 

In certain states, allemployes of insur- 
ance departments may be removed at 
will, and it has happened occasionally 
that an incoming superintendent has 
made a clean sweep of the office, with 
results that may easily be imagined. 





Survey Indicates Women 


Better Risks Than Men 


A survey conducted by Wendell M. 
Strong, assistant actuary, and Dr. 
Faneuil S. Weisse of the Mutual Life 
of New York, the results of which are 
embodied in a study entitled “Women 
as Life Insurance Risks,” has brought 
the conclusion that women _policy- 
holders are better risks from a mortal- 
ity standpoint than are men, They re- 
port that mortality among women is 
more favorable than among men and 
that unlike men it is more favorable by 
amounts than by policies. This is an 
indication that larger amounts give 
more favorable mortality, a complete 
reversal of the early experience of the 
Mutual Life, which in 1866 reported 
women to be less satisfactory risks than 
men, 


Cluff Conducting Schools 


Walter Cluff, Kansas City Life edu- 
cational director, will conduct schools 
in Milwaukee and Minneapolis next 
week. He will be at Milwaukee Mon- 
day and Tuesday and at Minneapolis 
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FIRST § MONTHS 
COMPARED WITH 
FIRST § MONTHS 1929 


HARTFORD, June 26.—The recov- 
ery of business in the United States 
has been slower than forecasts for 1930 
indicated. The first months of 1930 
have witnessed a movement towards 
normalcy but this trend has been grad- 
ual. Sales of life insurance for the 
first months show an average of 4 per- 
cent, although a 2 percent loss was ex- 
perienced in May. The four months’ 
gain is well distributed throughout the 
country, the only section which failed 
to share the increase being the west 
south central states. This gain in in- 
surance when other industries are show- 
ing a decrease evidences the growing 
appreciation of the American public of 


the advantages of life insurance protec- 
tion. The above map shows _ the in- 
creases by sections for the first five 


H. W. Hanson Successor 
to Huskinson in Illinois 


George Huskinson, since February, 
1927, insurance superintendent in Illinois 
and the man of longest service in the 
history of the department, has an- 
nounced his resignation. Mr. Huskin- 
son plans a vacation of several months 
in Colorado, after which he will prob- 
ably accept a position with an insurance 
company in Chicago. 

Succeeding Mr. Huskinson will be 
Harry W. Hanson, assistant director 
trade and commerce, who has for some 
time been primary chief of the insur- 
ance department. Mr. Hanson was 
formerly chief clerk in the secretary of 
state’s office. 
The retiring superintendent entered 
the actuarial division of the department 
under Governor Tanner in 1897 and 
later became assistant actuary. 

Served in All Posts 
Serving under every succeeding ad- 
ministration, Mr. Huskinson rose to the 
position of assistant superintendent 
when Thomas J. Houston and Alex J. 
Johnson were superintendents. He suc- 
ceeded Mr, Johnson in 1927. 
During his public career Mr. Huskin- 
son occupied nearly every position in 
the insurance department as well as 
from 1917-1920 being assistant bank 
examiner. 
The resignation was 
pleasant exchange of letters between 
Gov. Emmerson and Mr. Huskinson. 
In accepting the resignation, Gov. Em- 
merson congratulated Mr. Huskinson on 
his long and capable service and wished 
him well in whatever enterprise be 
should undertake. 
C. J. Doyle, personal counsel to the 
director of trade and commerce, was 
host at a farewell dinner for Mr. Hus- 
kinson and T. Loyal Anderson, who has 
resigned as actuary of the department 
to become assistant actuary of Federal 
Life. 
During his official career Mr. Huskin- 
son has enjoyed the respect and friend- 


arranged in a 





Wednesday and Thursday. 
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months of 1930, as compared with 1929. 

In May, life insurance experienced its 
first monthly decrease since September, 
1928. This loss was very slight, 2 per- 
cent, and was generally distributed 
throughout the country. Only two sec- 
tions recorded increased volume, the 
west north central states recording a 
sectional increase of 11 percent and the 
middle Atlantic states showing a gain 
of 1 percent. The year ending May 
31, 1930, showed an average gain of 6 
percent. 

These figures are computed by the 
Life Insurance Sales Research Bureau 
and are based on the experience of 78 
companies having in force 88 percent 


of the total legal reserve ordinary life 
insurance outstanding in the United 
States. 


Seliens Gold Head National 


Chamber Insurance Group 


C. A. Ludlum, retired vice-president 
Home Fire of New York, has been 
named chairman of the insurance com- 


mittee of the Chamber of ‘Commerce of 
the United States, according to an an- 
nouncement by President Butterworth. 
The vice-chairman is Charles W. Gold, 
vice-president Jefferson Standard Life 
ci Greensboro, N. C. Both Mr. Ludlum 
and Mr. Gold are now representing in- 
surance on the board of directors of the 
national chamber. 

Other members of the committee are 
Clyde B. Smith, president National As- 
sociation of Insurance Agents; Ralph 
H. Blanchard, professor of insurance, 
Columbia University; William Brosmith, 
vice-president Travelers; F. Highlands 
Rurns, president Maryland Casualtv: 
Walton L. Crocker, president John Han- 
cock Mutual Life; Philip J. Fay, Nichols 
& Fay, San Francisco; P. W. A. Fitz- 
simmons, president Michigan Mutual 
Liability; James S. Kemper, president 
Lumbermen’s Mutual Casualty; LeRoy 
A. Lincoln, vice-president Metropolitan 
Life; F. T. Moses, president Firemen’s 
Mutual of Providence; Julian S. Myrick. 
Mutual Life of New York, New York 
City; E. H. Ravenscroft, vice-president 
Abbott Laboratories; Willits H. Sawyer, 
president Allied Engineers, Inc.; and 
William D. Winter, vice-president At- 
lantic Mutual of New York. 

Mr. Fay has been elected a director 
to represent the ninth district. 


Write Home Purchase Contracts 


A number of Equitable of New 
York agents are writing home pur- 
chase business, which is issued on the 
monthly premium plan applicable to 
this particular department. Beginning 
July 1, 10-year loans will be changed 
from $10.97 to $11.04 per thousand. Fif- 
teen-year loans will be changed from 
$8.31 to $8.39. Thirteen-year loans 
from $4.87 to $5. For the first three 
years and thereafter the same as a 10- 


Prudential Makes Changes 
in Many Rates and Forny 


NET COST IS UNDISTURBED 


Company Announces New Practices 
Under Standard Disability—Al] 
Life Premiums Reduced 


The 
portant changes in_ policy 
and disability provisions effective Jul 
1. Announcement as to dividends 
the new basis will be made ear! 
July. A moderate reduction in life pre 
mium rates on all plans at all ages, ex 


Prudential announces several im 
forms, rates 


cept on the modified 3, modified 5, 
term, single payment and joint life poli- 
cies is involved. This does not, how- 
ever, imply a reduction in net cost, as 
dividend scales will be suitably modi- 
fied. 

The over-all reduction in life rates 
averages approximately 90 cents per 
$1,000 for all plans and ages, and in 


most cases the reduction decreases with 
age up to 45 and increases rapidly there- 
after. It is relatively greater on limited 
pay life plans than on endowments and 
becomes less as the term of endowmen 
increases, but is never less than 30 
cents per $1,000. 


Explanation of Changes 
The Prudential states that these re- 


ductions were arrived at after considera- 
tion of the effect of change of disability 


benefit and of indicated earnings on 
present policies according to age and 
plan. Non-forfeiture values remain un 
changed. 

The new waiver of premium clause 
has been liberalized so that if total dis 
ability lasts over four months benefits 
will be allowed while total disability 


continues. Heretofore disability benefit 
included without specific charge in all 
regular policies has consisted of waiver 
and income for disability prior to age 
60 or postponement of premium on dis- 
ability after that age. The benefits on 
consist of waiver of 


new policies will 
premium prior to age 60 only, as in 
modified at present. 


Extends Incontestable Period 

The incontestable period has been ex: 
tended to two years as a measure ol 
protection from death and_ disabili 
claims on some few policies “sei 
lently procured and the suicide clause 
has been similarly extended. 

As a_ result of modification of 
legal limitations, the company will 
issue as much as $1,000 insurance at 
age 10, but disability income and 
dental death benefit will not be included 
prior to age Limits, including exist 
ing insurance, are: Ages 9% and 10, 
$1,000; fully 10 years, $1,100; fully 11, 
$1,200; fully 12, $1,300; fully $1,400; 
between ages 14 and 14%, $1,500. 


accl- 


New Disability Practices 


are for the 
benefit, not including 
waiver of premium, while the present 
rates represent only excess cost of 
come benefit over installment disability 
benefit included in all present regular 
policies. Disability income benefit will 
be issued to women eligible 


The new disability rates 


entire income 


for it, the 
} 


premium being on the basis of dis- 
ability No. 2, except in certain occupa 
tional classes which will take disability 
No. 3. The disability rates per $1,000 
for $10 monthly income will be: 
En 1 
Age Modified 3 Modified 5 at S 
25 $2.71 $2.96 $2.7 
35 3.36 3.61 3 
45 4.37 1.62 4 
55 5.80 6.05 0.5 
20 Payment 20 Ye 
Life Endow! 
25 $3.53 $2.12 
35 3 03 
45 4.57 
55 5.80 








ship of insurance interests. 








year loan. 
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Life Insurance 
Most Satisfying 


New Mutual Benefit Agent Gives 
Reasons for Quitting 
Old Trade 


OPPORTUNITIES GREAT 


R. S. Koehler, Jr., of Pittsburgh Brings 
Fresh Viewpoint of Man Trained 
in General Business 


NEWARK, N. Life 
surance is the most satisfying business, 
for 


J., June 26. in- 


offering unlimited opportunities 
financial and intellectual growth, R. S. 
Koehler, Jr., the Pittsburgh 
agency of the Benefit, stated at 
the company’s convention here in 
address “Selling Life 
explained his reasons for quitting 


He 


agent in 
Mutual 

his 
He 
the 
said 


Insurance.” 


tire business two years ago. 
in part: 

“Two years ago, I entered the life in- 
surance business. On my own initiative, 
| sought out this business and attempted 
to determine if it would give me the 
satisfactions lacking in my former work. 

“My hopes of the life insurance busi- 
ness have been handsomely fulfilled. 
This business offers the most well- 


rounded opportunity for breadth of ex- 


perience through contacts with others 
that I have ever found. 
Owners of Own Business 
“Here we are, each the owner of a 


business of his own. We have all real- 
ized that ideal of being in business for 
ourselves—in business where a man is 
his own boss. Individually we are 
president, vice-president, secretary, treas- 


urer, sales manager, chairman of the 
board and the entire board of directors 
too. It is clear to be seen that this 
business is going to be just what we 
choose to make it. 

“Naturally, there is a lot of inde- 


pendence that goes along with such a 
business. I sound a word of caution 
here, because in this independence there 
lurks perhaps the most signal danger 
and possible pitfall in the entire field. 
That danger is the lack of sufficient 
work—more often lack of systematic 
work—to make this business successful. 


Perhaps we would work harder and 
more intelligently if we realized that 
the success or failure of our business 
lay solely in our own hands. 

Efforts Regulate Profits 


No one here of sane mind is going to 
devote his entire time and effort to any- 
thing which lacks attractive profits. 
\nd our profits here are going to de- 
pend solely on the perseverance, intelli- 
and hard work which we put 
into it. Can you picture a more attrac- 
tive and ideal business than one in 
which profits depend virtually com- 
pletely on the effort of the organization? 

Perhaps the greatest single factor 
today which contributes toward the 
success of so many concerns, year after 
vear, is their realization of the need to 
be modern in business. The business 
graveyard is filled with the bones of 
those who failed to appreciate this fun- 
damental in business and_ industry. 
Undoubtedly, it also accounts in good 

easure for the fact that, according to 

reports, 60,000 people enter and leave 
the business of selling life insurance 
each year, and that approximately 85 
percent of the volume is written by 
about 15 percent of the agents. 

Today is no time for 1910 methods 
in this business. This is 1930, and our 

arket seems to have just awakened to 
the diversified needs for our product.” 


Rence 





Give C. L. U. Examinations 

Over 240 Candidates Take Tests at 35 Different Colleges 
Life Insurance Fundamentals, Salesmanship, General 

Education, Law and Finance Covered in Questions 


nection with each kind give an illustra 
tion of circumstances which require that 


More than 240 candidates took the | 
chartered life underwriters’ examination 


last week in 35 different colleges and | particular type of annuity as a solution 

universities, Examinations were also| of the client's needs. 

held in Tokyo. The questions which| 3. (a) Define group life insurance, and 

were given follow: | state its essential characteristics 

PART I: LIFE INSURANCE FUN. | (b) Explain the advantages of group 
DAMENTALS ile insurance to: 


(1) the employes 


(To be completed within three hours) 9 
(2) the employer 


(a) ECONOMICS OF LIFE INSURANCE 1. X, age 33, is an engineer whose 
(Answer all questions) business estate consists of a half part 
1. What are the fundamental prin-| pership interest valued at $25,000. His 


only other property consists of $20,000 
market value of stocks in two corpora- 
tions, and a home valued at $20,000 but 
mortgaged for $10,000. He has an in- 


ciples which should serve as a guide in 
determining the proper amount of life 
insurance to be carried by the head of a 
family ? 


2. Enumerate and explain the ad-| come of $10,000 a year, derived from his 
vantages of life insurance as a means] business with the exception of $1,000 in 
of creating an emergency fund for] dividends received from his stock hold- 
business purposes, as contrasted with| ings. He has a wife and two daugh- 
other methods of creating such a fund.| ters (age 7 and 9 years respectively) 

3. Enumerate the various’ services| solely dependent upon his income, Ap- 
which life insurance renders in the field | proximate calculations show that the 


maintenance of the home now requires 
$7,000, exclusive of X's expenditures for 
personal needs. Outline, with your rea- 


of credit. Explain each service suf- 
ficiently to make its usefulness apparent. 
4. Give at least four distinct and im- 








portant reasons why life insurance | sons, the insurance program which you 
should be used to meet post-mortem] would recommend to meet the above 
taxes and other post-mortem obliga- | circumstances. 
tions. Explain each reason sufficiently 5. According to the American ex- 
to make its imherent importance ap-| perience table of mortality and 3 per- | 
parent. cent interest, the net single premium | 
5. “A” is a life insurance underwriter | on a whole life insurance policy issued 
with a_ substantial income-producing; at age 35 is $419.88. The net level 


premium for a five payment life policy 
at the same age is $90.60. 
(a) Explain briefly to a policyholder 


capacity. Enumerate the various ways 
in which life insurance helps such a 
person to create a savings fund of larger 


size than would otherwise be the case] why the latter is not exactly one-fifth 
because of the usual weaknesses of hu-| of the former. : 
man beings in the field of thrift. Ex- (b) Using the data given below, 


plain each way sufficiently to make its 
usefulness apparent. 

(b) PRINCIPLES AND PRACTICES 
questions) 


demonstrate that the latter is the math- 
ematical equivalent of the former. 
Section of American 
Experience Table 


(Answer all 
No 








1. (a) Name as many circumstances Living at No 
rem . oe). . . Beginning Dying 

as you can which would justify you in oa During Value of $1 at 3% 
recommending 20 or 30 payment whole | Age Year End of 
life insurance. 34 82,551 lyr 970874 

l Explai ay f analvzine | 2? 81,822 2 yrs 942596 

(b) Explain two ways of analyzing | 3¢ 81090 fae 916142 
the nature of a 20 year endowment in- | 37 80.353 iyrs 888487 
surance policy. Which of these two] 38 19,611 5 yrs 862609 

* 3 78,86 6 y1 37 
would you use, and why, if you were . Lb eee y 
- , 7 ; 

asked by Agee client to explain the na- (In view of the limited time available, 
ture of the poncy: ; : . it is not desired that you make your 

2. Name the various kinds of annui- | multiplications, additions and divisions 
ties and define each carefully. In con- (CONTINUED ON PAGE 17) 


| 





| 


ws 


Imagination Is 
Greatest Asset 


Adaptation of Ideas Gleaned from 
Human Intercourse Vital 
to Agent 


INSPIRATIONAL 


ADDRESS 


Kollenberg Gives Exceptionally Fine 
Talk at Mutual Benefit Con- 
vention in Newark 


NEWARK, N. J., 


Miliary purpose ot a life insurance agency 


June 26 rhe pri- 
t I 


convention ts to give the field force a 
broader vision and understanding of life 
insurance and what it will do, as well 


as to develop greater efficiency in telling 
the story and selling prospects, A. H. 


Kollenberg of Grand Rapids, Mich., 
stated at the Mutual Benefit Life con- 
vention here. His subject was, “Why 
the Convention?” He said in part: 


Value of Exchanging Ideas 


“The man who exchanges an idea with 
another has two when the trans- 
action is completed—his own and the 
other fellow’s. men hoard ideas 
as a miser hoards his gold. Both forget 
that neither have value unless used. 
Quoting another man’s idea is not suffi- 
cient; a phonograph record can do that 
as well as we can, and often more 
sweetly. 

“If you have done your own thinking, 
the prospect may dismiss you, but he 
cannot dismiss your ideas. Like Ban- 
quo’s ghost it will rise to haunt and dis- 
tress him and he will find no rest until 
he has adopted your suggestion. We 
know if we have thought out his prob- 
lem correctly, that he has no alternative 
but to adopt our suggestion. 

“It is desirable for the salesman to 
know our company, its history and tra- 
ditions. It is desirable for the salesman 


ideas 


Some 


to know our contract. It is desirable 
for the salesman to know the various 
uses of life insurance, for this will 
broaden his market. 


Imagination Is Essential 


these 
the 


important than all 
understanding of 
13) 


“But 
sympathetic 
(CONTINUED ON PAGE 
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Mutual Benefit 
Has Convention 


Field Men Called to the Home 
Office to Study 
Problems 


MANY TALKS WERE GIVEN 
Leading Officials Addressed the Agents 
on Some of the Important 
Questions 


NEWARK, N. J., June 26.—More 
than 500 gathered at the home office of 
the Mutual Benefit Life this week for 
a three-day agency conference, 
ond in its history. There were talks by 
the chief but of the 
program was given over to leading field 
men, who spoke on practical problems 
the day. Further emphasis was 
placed on analysis of personal problems 
giving half of each day to 
conferences of small numbers, 
table treatment of special prob- 
prospecting and policyholder de- 
being especially treated in 


the sec- 


executives, most 


of 
by over 
group 
round 
lems, 
velopment 
this way. 

Oliver Thurman Spoke 


Oliver Thurman, agency vice-presi- 
dent, opened the convention with a wel- 
come and a review of accomplishments 
of the year. He pointed especially to 
the balanced relationship of new and 
old men, 89 of the authorized delegates 
being first-year men, 46 being second- 
year men and 288 men of longer stand- 
ing. Mr. Thurman, after introducing 
the year’s leaders turned the group over 
to President John R. Hardin, who am- 
plified Mr. Thurman’s welcome and pre- 
sented to the field force a picture of 
their present problems and opportuni- 
ties. He traced the company’s growth 
historically and said that was its past, 
its future being in the hands cf those 
present. 


Conservation Is Important 


Referring in particular to the present 
major problems, Mr. Hardin stressed 
conservation as of first line importance. 
He said that heavy lapses are a natural 
sequence to the crisis of last fall and 
the heavy increase in policy loans, but 
that every agent should strive to reduce 
these to a minimum and the first line 
of attack should be a vigorous campaign 
for reduction of existing policy loans aud 
prevention of further loans. He spoke 
with regret of the tendency of policy- 
holders to view their policy loans in an 
entirely different light than other loans 
made on the market and urged the life 
underwriters to develop a better regard 
among their policyholders in this con- 
nection, 


A. P. Steler a Speaker 
The second speaker was A. P. Steler 
of Detroit, leader in number of lives 


written and one of the leading producers 
for many years. Mr. Steler has a record 
of 715 weeks of consecutive production 
and he has always concentrated on av- 
erage policies, rather than big, though 
the latter, as he said, are now developing 
on the smaller risks formerly written. 
In the past 10 years Mr. Steler has been 
in fourth place twice, second place twice 
and first place all other times in the 
number of lives written. He credits 
this to his campaign in his rightful ter- 
ritory, that of average lives, rather than 
seeking greater fields than his sales ap- 
proach naturally meets. He urged a 
greater cultivation of the average risk 
by the average risk, for greater results. 

Dr. William R. Ward, medical direc- 
tor, gave a brief historical sketch of the 











Special Forms Provoke Actuarial Debate 








V. R. Smith, actuary for the Federa- 
tion Life of Canada, told members of 
the American Institute of Actuaries in 
session in Chicago recently, of the diffi- 
culties encountered by Canadian compa- 
nies in competition with eastern United 
States companies in the preferred plan 
field. 

Because of the anti-discrimination 
laws of Canada and because of the 
Canadian law requiring companies to 
quote insurance rates per thousand, the 
Canadian companies are at a disadvan- 
tage, according to Mr. Smith, with 
United States companies which are enti- 
tled to issue special forms. 

In order to adopt the preferred plan 
Canadian companies must offer the 
same terms to applicants for $1,000 
policies as they do for $5,000 and 
$10,000 and larger amounts. The only 
way this can be done is by reducing 
commissions on the small amounts to 
almost nothing, which many Canadian 
companies have done. Because the 
commission is so low, being only 10 or 5 
percent or perhaps nothing, agents do 
not push these lines among prospects 
for small amounts. Mr. Smith criti- 
cized this expedient as being unsound. 

Bonus for Wholesale Buyers 


During the discussion of the pre- 
ferred or special forms the theory was 
frequently expounded that buyers of 
large quantities of life insurance just as 
buyers of large quantities of other com- 
modities are entitled to better rates. This 
practice, some of the speakers pointed 
out, is no more illogical nor discrimina- 
tory than the practice of refusing to 
accept insurance in any class for less 
amounts than $500 or $1,000. So long as 
the principle that every policy class 
should be self-supporting exists, special 
forms are fundamentally just according 
to this theory. 

Speakers al! pointed out the approxi- 
mate similarity between the special 
forms and endowment at age 85. One 
speaker suggested that companies 





should offer special forms to applicants 
for $5,000 or more of insurance who can 
qualify and endowment at age 85 for 
applicants for less than $5,000. 

In debating whether special forms 
were discriminatory, one contributor to 
the program pointed out that the law 
does not take into consideration the 
real discrimination. This, he claims, is 
the practice of charging the same pre- 
mium for buyers of large insurance as 
for those of small amount. The large 
owners of insurance are, under this ar- 
rangement, paying for part of the ex- 
pense of handling small policies. 

J. G. Parker, actuary for the Imperial 
Life of Toronto, cautioned proponents 
of special forms not to forget that even 
owners of large policies die. Although 
there may be saving in administrative 
expense for members of the special 
group, death claims cannot be ignored. 
He expressed the doubt that one $100,- 
000 policy can be administered any 
more cheaply than ten $10,000 policies. 


Investment Feature Ignored 


Mr. Parker also warned the actuaries 
not to let the impression get abroad 
that insurance companies are not com- 


petent to invest the  policyholder’s 
money. Offering cheap rates is accom- 
panied by minimization of the invest- 


ment feature and magnification of pro- 
tection, he said. The _ policyholder 
should be encouraged to trust the com- 
panies with larger premiums with the 
confidence that the company can invest 
his money advantageously. 

Percy H. Evans, actuary for the 
Northwestern Mutual Life, a company 
which is committed to basic policies, 
declared that the companies cannot 
avoid discrimination under the special 
form unless they apply the adjusted 
rate principle to all plans. Now, he 
said, the plan is applied only to ordi- 
nary life and owners of 20-pay and 20- 
year endowment and other forms are 


discriminated against. 








Massachusetts Mutual Men 
Hear Huebner in Chicago 


Prof. S. S. Huebner, who now is edu- 
cational adviser of the Massachusetts 
Mutual, directed an all-day educational 


session of the Bokum & Dingle general 


agency of the company in Chicago this | 


week, attended by representatives from 
the Milwaukee general agency of Arthur 
Butzen; the Waukegan, Ill., agency, as 
well as branch office representatives, 
and district agencies of the Bokum & 
Dingle offices. James M. Blake, man- 
ager field service department home 
office, also was a speaker, as were Norris 
H. Bokum and John H. Dingle. 

Professor Huebner explained ad- 
vanced life insurance principles and mat- 
ters of service to policyholders and 
prospects. He pointed out how life in- 
surance may be most effectively used 
to insure financial objectives of indi- 
viduals in their undertakings. 








early days of Newark and the Mutual 
Benefit, citing some of the great per- 
sonalities of the past as examples for 
the pone. A sales demonstration was 
given by C. P. Dawson, C. E. Brewer, 
Jr.. and W. M. Whitney. 

G. Franklin Ream of the Cincinnati 
office gave a picture of life insurance as 
a profession, citing the factors that make 
it worthy of a man’s full time and en- 
ergy. 

Other speakers were G. G. Terriberry 


of New York City; Vice-President E. 
E.' Rhodes, R. S. Koehler, Jr., A. H. 
Kollenberg, Grand Rapids, Mich., and 


C. Otto, St. Louis. 


Every lfe underwriter should sub- 
scribe for a personal copy of The Na 


tional Underwriter. 


Colleagues Fete Westfall, 
New Penn Mutual Official 





Agents, officers and directors at- 
tended a testimonial dinner in Philadel- 
phia for John V. E. Westfall, recently 
elected underwriting vice-president for 
the Penn Mutual. The dinner was 


| sponsored by the executive committee of 


the company’s general agents, which is 
composed of 14 members. 

Presiding was Mortimer R. Miller, 
chairman of the executive committee, 
who is also a Penn Mutual trustee, gen- 
eral agent at Rochester, N. Y., and pres- 
ident of the Penn Mutual Agency Asso- 
ciation. Mr. Miller introduced Vice- 
President Hart, who described the satis- 


| faction of the home office at the coming 


| A. Stevenson, 


of Mr. Westfall and pledged him the full 
support of the agency department. John 
a former associate of Mr. 
Westfall in the Equitable Life, praised 
the new vice-president for his business 
ability and reputation. Mr. Westfall re- 
sponded with expressions of gratifica- 
tion at his reception. 

Other speakers were Edward F. Hen- 
son, president Pennsylvania Lumber- 
men’s Mutual Fire, a trustee of the Penn 
Mutual; Legal Vice-President Robert 
Dechert, and J. Edward Durham, Phila- 
delphia general agent and trustee, and 
for 25 years president of the Penn Mu- 


tual Agency Association. 
Life Notes 
Mrs. E. C. House, wife of the Ohio 


| ance, 


manager for the Business Men's Assur- 
died suddenly following a major 


| operation. 


University of Denver has an- 
|} nounced it will teach all subjects cov- 
|} ered by examinations for the Cc. L. U 
degree the coming year. 


The 





Advises Getting 
“Hot” Prospects 


Terriberry Says Live List Is Mat. 
ter of Slow Building and 
Service 


CATALOGS FIVE TYPEs 


New York City Man Gives Diverting 
Talk at Mutual Benefit Convention 
in Newark 


NEWARK, N. J., June 26.—Discrim- 
inating prospecting is tied up with sales 
methods, for the selling plan must not 
only sell business but produce the kind 
of prospects wanter, G. G. Terriberry of 
the Mutual Benefits New York City 
agency stated in his address, “Turn on 
the Heat,” at the company’s convention 
here. 

Explaining that he was not discount- 
ing selling methods, Mr. Terribery asked 
what good is the best presentation of 
uses of life insurance without the proper 
person to whom to tell it. He said in 
part: 

Suggests “Breeding” Prospects 


“My farm engineering classmates who 


studied animal husbandry learned how 
to breed better and better stock. The 
process was simple. Those that fell 


short of the proper requirements were 
discarded. Why don’t we breed the 
kind of prospects we want? 

“Let us try to classify the various 
kinds of prospects. We can put them 
in five groups. 

“1. Frozen. This group includes tele- 
phone names, names on office buildings, 
bulletin boards and trucks—names whose 
owners may be long dead, which may 
exist only as symbols. The solicitation 
of this group is based on the method 
known as ‘door-knob turning.’ 

“2. Cold. This group is the same as 
the first except that the name is known 
to be that of a real person. Names from 
newspaper clippings fall in this cate- 
gory. 

“3. Cool. This group is the same as 
group 2 with the addition of informa- 
tion regarding the situation. It is cold 
so far as the method of introduction 1s 
concerned. 

“4. Warm. In this group, in addition 
to knowing of the situation, we are per- 
mitted to use the name of a friend or 
client or perhaps have a card from a 
friend. 

“5. Hot. In this group a friend or 
client has prepared the way, either by a 
personal introduction, by obtaining the 
consent of the prospect to see us, or by 
actually and_ enthusiastically telling 
(selling) ideas and obtaining an appoint- 
ment, or obtaining a request from the 
prospect that we get in touch with him 
to make an appointment. 

Slow Building Process 

“If we are working with group No. 2 
we cannot jump to No. 5, Further 
more, perhaps we would prefer to stop 
at No. 4. We can only breed up by 
patient, constant effort a little at a time. 

‘The prospects from our best clien 
will be better than those from our poor 


clients. Like tends to produce like, © 
at least similar. The man with high 
earnings knows and associates wit! 


men of similar incomes. 

“Now comes the question of how 
get at taese associates. Here lies the 
second sales effort in ‘every intervie 
Let us ask ourselves what we have dons e 
for this man whom we wish to becom: 
prolific with prospects. Have we qual 
fied in his mind in a way which differ- 

(CONTINUED ON PAGE 19) 
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AN OPPORTUNITY 


for the successful Life Agent, who is a consistent producer, to enter the 
General Agency Field under a very liberal 


GENERAL AGENCY CONTRACT 


The MACCABEES has exceptional General Agency openings throughout the 
entire country which will assure a real producer an annual income of at least 


Rates based on the Amer- 
ican Men and American 
Experience tables at 312%. 


Complete Junior Protection. 


Junior Or ganizations for 
training in Citizenship. 


A liberal Health and Acci- 
dent Certificate. 


cf 


$25,000! 











THE MACCABEES BUILDING 
Detroit, Michigan 








Generous Fraternal 
Features 


Exceptional 
Overwriting Commission 


Ten plans of 
Adult Protection 


Low net cost 


Cash and loan values on all 
certificates 


All certificates participating 


cf 


SUPPORTING AND EFFICIENT HOME OFFICE CO-OPERATION 


Total Admitted Assets 
Legal Reserve Am. Ex. 34% % 


$43,744,144.08 
$35,978,324.00 


Funds Above Reserve Requirements - - $ 7,765,820.08 


DETROIT 


D. J. COAKLEY, Supreme Commander 


Address 


THE MACCABEES 


C. L. BIGGS, Supreme Record Keeper 


MICHIGAN 
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AND NOW 
THE FAMILY INCOME 


Which provides on $10,000 of Insurance, a Monthly Income 
of $100 for either 10 or 20 years with full face amount pay- 
able at the end of either period. For illustration—age 25— 


1. A CLEAN UP Fund is provided through the yearly 
dividends—which purchase without examination one 
year term insurance. Amount payable for instance in 
event of death the second year, on present dividend 
ST dtet ibis Wises bhcdieseuyeakssos o4dd eden neat $ 3,550 


2. $100 MONTHLY INCOME for 19 years (228 months) 22,800 






















3. Surplus interest of 144% for 19 years................ 4,729 
4. Face Amount—which could still be left under the in- 
come options—present interest rate 5%*............. 10,000 


Ee Pe ee eee $41,079 
Total Disability and Double Accident ‘Benefits optional. 


*Based on Present Dividend Scale and Interest Rate. Not 
Guaranteed. 


Write for details relative to General Agency contract 


THE MIDLAND MUTUAL LIFE INSURANCE COMPANY 


COLUMBUS, OHIO 


Assets $19,000,000 In force $110,000,000 
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WANTED :  serscthejcam write Salary Savings 





THE LINCOLN NATIONAL LIFE INSURANCE COMPANY, FT.WAYNE , INDIANA 
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LORADO———- ILLINOIS———. INDIANA IOWA KANSAS————KENTUCK Y——— MICHIGAN MINNESOTA ——MISSOURI 


‘‘INDEPENDENCE FOR DEPENDENTS’’ 


Request details for our remunerative contracts for 


AGENCY MANAGERS FOR 
PENNSYLVANIA, OHIO, WEST VIRGINIA, ILLINOIS, INDIANA, COLORADO 


You will benefit by our special attention now to these States 


SECURITY LIFE INSURANCE COMPANY OF AMERICA 


O. W. JOHNSON, President 134 North La Salle Street, Chicago S. W. GOSS, Vice-President 
HIO—————-OREGON——-— PENNSYLVANIA. TENNESSEE———-VIRGINIA——— WASHINGTON———- WEST VIRGINIA—-—NEBRASKA 








SAS-—-CALIFORMA—2 
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innovation Made 
in Life Trusts 





New and Large Company Is 
Being Organized in New 
York 


IT WILL BE AGGRESSIVE 


Plan Is to Enter the Field and to Offer 
Group Banking Facilities for 
Life Men 


NEW YORK, June 26.—An innova 
tion in the life trust field was launched 
this week at a dinner given by officials 
of the Marine Midland group of banks 
here for prominent life men of the state. 
This state group of banks, incorporat- 
ing the newly acquired Fidelity Trust 
of New York City and capitalized at 
$20,000,000, is entering the insurance 
trust field aggressively and introducing 
the group banking idea to life men. 

This is a new sales aid to both met- 
ropolitan and outside agents, offering 
country-wide facilities. 


Banker Explains Plan 


James G. Blaine, president of the Ma- 
rine Midland Trust, said that group 
banking is a new growth which peculi- 
arly fits into the insurance trust pro- 
gram. Henry S. Koster, trust officer of 
the group, said that it gives the New 
York City agent an opportunity to bet- 
ter care for his clients outside the city 
and it gives the outside agents an oppor- 
tunity to follow up and personally serve 
their good clients who move into the 
metropolitan territory. 

As this group has branches in Buf- 
falo, Rochester, Troy, Binghamton, Nia- 
gara Falls and several other cities 
throughout the state, this service gives 
personal representation for trust aid on 
a wide scale. 

Several Endorse Plan 


Clinton Davidson, president of the Es- 
tate Planning Corporation, endorsed 
this thought. He was originally in Buf- 
falo and is now in New York City, so 
that he cited personal experience in the 
advantages of this type of follow up 
Francis E. Ward of the New York in- 
surance department, was also onamen 
and spoke of the possibilities of cooper 
tion between banking groups and life 
insurance. Talks were also given by 
Julian S. Myrick and Graham C. Wells, 
both eminent New Yorkers who have 
been leaders in the trust movement. 
Leon Gilbert Simon, president of the 
New York City Life Underwriters As- 
sociation; George Kederich, vice-pres!- 
dent of the state association; Roger B 
Hull, managing director of the National 
association; the presidents of four local 
up-state associations and the Newa 
organization and many representatives 
of other cities were present. An ag- 
gressive plan for trust development was 
launched by the Midland Marine. 








Agency Building National School 


The Penn Mutual’s fifth agency-build 
ing school came to an end last Friday 
the home office after a three weeks’ ses- 
sion. Its members were general agents 
and supervisors in general agenci 
They came from Alabama, Tennesse 
New Hampshire, ‘Connecticut, Louis 
ana, Arkansas, New York City, Dela 
ware, Georgia, Pennsylvania, Rhode I> 
and, Massachusetts, Minnesota, [.ou's 
ville and Chicago. 

These schools are a fixed feature ©! 
the educational department’s routine and 
will be carried on indefinitely. Vincent 
B. Coffin is the instructor, and is aide 
by the members of his department. 
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Modified Ordinary Life. 

Modified Term 

Continuous Monthly Instalment 

Juvenile Twenty Pay Endowment 
at Age Eighty-five. 

Juvenile Endowments maturing at 
any specified ages between six- 
teen and twenty-one. 

Five Year Term with Automatic 
Conversion to Ordinary Life. 
All regular Policy forms written 
in addition to above special 

policies. 


w 
Location 


The Home Office of the Central 
Life is located in the Central Life 
Building at 720 North Michi 
Avenue, Chicago, occupying five 
floors of a sixteen building 
owned without incumbrance by 
the Company. 

Our Central location enables us 
to serve promptly all territories. 


w 
Affiliations 

OUR PROGRESSIVENESS is 
manifested through our active par- 
ticipation with co-operative groups 
interested in the modern trend of 
Life Insurance. The Company or 
its officers are members of 
following: 
Life Presidents’ Association 
Life Insurance Sales Research 

Bureau 
Life Agency Officers Association 
American Life Convention 

a. Medical Section 

‘b. Legal Section 

. ce Management Section 
American Institute of Actuaries 
Actuarial Society of America 
Association of Life Underwriters 
Life Office Methods Association 
Life Office Management 

Association 


WwW 


Clubs and Contests 


The One Hundred Thousand 
Dollar Club—the Aristocracy of 
the Central Life. 

The Marathon Club—The App- 
a-Week Producers of the Com- 
pany. The Pare ne believes in 
occasional tests so arranged 
that large and small producers 


alike can win. 








CENTRAL LIFE 
INSURANCE 
COMPANY 


OF ILLINOIS 
CHICAGO 
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ALFRED MAc ARTHUR + President 
R. E. IRISH + «+ «+ Vice President 


HE Central Life Insurance Company is 

agency-minded. Aggressive field trained 
executives with years of actual experience 
behind them direct this twenty-two-year-old 
organization. 
The remarkable strides in growth taken by 
this Old Line Legal Reserve Company are 
attributed largely to the harmony existing 
between the Home Office and the field. 


& 2 ® 








Underwriting 
Facilities 
Participating Life Insurance. 
Non-Participating Life Insurance. 
Annuities — immediate and de 
ferred. 
All Non-Participating policies par 
ticipate when paid-up. 
A broad selection of policy com- 
tracts. 
Policy contracts free from restric- 
tions. 
Policy contracts free from techui- 
calities. 
Cash value available at the end ef 
second year. 
Automatic premium loan privileges 
keeps business in force. 
Juvenile policies. fr. 
Issued from birth. 
Full benefits at age five. 
Settlement options unbeatable, 
Age limits one day to sixty-five. 
Non-Medical business up to three 
thousand dollars. 
Excess interest paid on funds left 
with the company. 


WwW 


eAgency Contract 


Liberal First Year Commissions. 
Non-Forfeitable renewals. 

All contracts direct with company. 
Home Office Agency. 

Service Department. 


Ww 


You Can Meet Com- 
petition With These 
Strong Contracts 


Special Select Risk, 
Ordinary Life Non-Participating 
Rate Age 35—19.71 
Modified Term Expectancy 
Rate Age 35—14.03 
A ial 31 year term policy with 
om tem paid-up and extended 
insurance values, conversion priv- 
elege without examination within 
26 years. 


Ww 


Educational 
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New Way 


to round out a life 
insurance program 
& 


HEN the NYNL underwriter has 

shaped up a client’s program to 
provide a clean up fund, a mortgage 
policy, and educational funds, he may 
find that the family’s income for living 
expenses is too small. 


But that is easily repaired, as he has 
in his kit the Income Indemnity Policy. 
For an annual premium of but $50.00, 
he can provide insurance that will in- 
crease the family’s income $25 a month 
after the insured’s death until the 
date at which he would have been 
65 years old. 


The Income Indemnity Policy provides 
that an income be paid to the benefi- 
ciary from the date of the insured’s 
death until the time when he would 
have retired had he lived, i. e., 
age 60, 65, or 70. 


It has no cash surrender values, 
and is issued at the same rate for all 
ages of issue. 


NORTHWESTERN NATIONAL 
LIFE INSURANCE COMPANY 


O. J. ARNOLD, passioecnt 


STRONG-> Minneapolis Minn. ~ LIBERAL 

















Develop Unique 
Low Cost Form 


Illinois Life Issues “Equalizer” 
Contract With Some Unusual 
Features 


PAYS MORE THAN FACE 


J. P. Sullivan, Originator, Appointed 
Chicago General Agent—To 
Specialize on Policy 


Announcement of introduction of a 
copyrighted low cost life contract par- 
ticularly intended for large lines of in- 
‘surance, known as the “Equalizer” plan, 
and of appointment of a new Chicago 
general agent who devised the contract, 
is made by the Illinois Life organiza- 
tion this week. 

James P. Sullivan, former general 
agent of the Lincoln National Life in 
St. Louis and a life insurance man of 
some 29 years’ experience, is the new 
general agent. He has opened offices in 
room 2448 One LaSalle Street build- 
ing, and is preparing a campaign built 
around the “Equalizer” contract. 

Several Unique Features 


This form offers novel features, ac- 
cording to Mr. Sullivan. The outstand- 
ing one is a moderate cash value in- 
creasing for a considerable period and 
then decreasing until] it expires at the 
end of the long period term contract. 
This cash value, whatever it may be at 
the time of the insured’s death, is pay- 
able in addition to the full face of the 
policy. In case the entire cash value 
has been withdrawn on policy loan, the 
full face still will be paid at death. 

As a result of the elimination of high 
cash values and of provision for con- 
version without medical examination in 
later years to a higher standard pre- 
mium form, the rate is said to be from 
25 percent to 40 percent below the 
usual ordinary life rate, depending on 
age. 

Sullivan Explains Form 

“The ‘Equalizer’ plan of whole life 
policy operates to give to the buyer of 
lfie imsurance two benefits: the maxi- 
mum of protection at the minimum of 
premium during the period of maximum 
responsibilities to be protected,’ Mr. 
Sullivan states. He explains further: 
“The ‘Equalizer’ policy is a whole life 
policy with modified premiums. The 
plan provides for the ready withdrawal 
of cash values by the insured in case 
of need, without borrowing and paying 
interest, and without loss of the protec- 
tion for beneficiaries. This feature is 
unique. The plan provides for unre- 
stricted flexibility in readjustment of 
the premium rate and protection at the 
end of the modified period. This fea- 
ture is unusual and is accomplished 
through the various options available at 
age 65. 

Has All Standard Benefits 

“The plan grants cash and loan 
values, paid up-for-life values and ex- 
tended insurance values. It contains all 
the usual benefits and privileges of the 
old line policies. 

“It must be understood that because 
the premium is very low and the amount 
of protection is high during the modi- 
fied period, the cost after this period 
may seem to be higher than on an ordi- 
nary life policy, but it only seems so; 
it is not higher—in fact the cost of 
protection after the end of the modi- 
fied period is still lower than on an or- 
dinary life.” 

The “modified period” is, roughly, the 
life expectancy of the policyholder, 
ranging from 36 years at age 21 of 





issue, to nine years at age 60 of issue. 
The policy is in fact a modified long 
period term contract similar to that of 
many companies, but with the features 
of cash value and conversion offers pre. 
viously mentioned. 


Conversion Options Open 


It offers a flat low rate for a long 
period of years—the modified period— 
with privilege of conversion without 
medical at any time before the end of 
the period to any form except term re- 
quiring as high or higher rate. The in- 
sured gets cash value at conversion less 
outstanding indebtedness, and may have 
a new policy at attained age in an 
amount not greater than the original 
policy. 

At the end of modified period, there 
are two options other than continuing 
at the increased rate at attained age 
for a standard contract. One option is 
to continue the principal amount for a 
further period of three years at the 
original premium, at the end of which 
time all insurance will cease without 
value. The other option is to con- 
tinue on a whole life plan, but at re- 
duced amount, for the original pre- 
mium. The reduced amount is approxi- 
mately a third. 


Can Put Up Reserve 


Under the three-year extension 
period, however, a further option is 
open, that of converting without exam- 
ination on written request at least 30 
days before end of the three-year period. 
However, the full reserve must be put 
up, as well as the increased annual pre- 
miums at attained age. 

At age 35 of issue, the rate for $10,- 
000 (the minimum amount which will 
be issued under this contract) is $146.20 
and the modified period 26 years. Cash 
or loan values are: End of 5th year, 
$10; 6th, $80; 7th, $130; 8th, $190; 9th, 
250; 10th, $310; 15th, $550; 19th, $640 
(the highest value); thence decreasing 
to $310 the 26th year. Thus death in 
the 19th year would give $10,640 pro- 
ceeds. 

Premium Rates Given 
Age 40 shows the highest values, 


ranging to $650 in the 16th, 17th and 
18th years. Rates per $10,000 are: 


Modi- Prem. 
fied Prem. There- Red 

Age Period in Period after Ins 

Bicsss ae $103.70 $482.90 $2280 
35 105.40 483.20 2310 
35 108.80 505.40 2330 
ae 34 110.20 505.70 350 
25.... 33 112.40 506.00 2380 
33 116.40 529.80 2400 
ee 32 118.30 530.20 2430 
ivccy an 120.10 530.70 2450 
ae 125.20 555.60 2490 
30.. 30 128.00 556.10 2530 
as 29 130.90 556.70 2570 
32.. 28 133.30 557.30 2600 
33.... 28 139.80 583.90 2650 
34 27 143.20 584.60 2700 
35 26 146.20 985.40 2730 
edna San 154.90 613.50 2810 
asses “ae 158.50 614.40 2850 
Ce 24 163.10 615.50 2900 
cc. . ae 167.10 616.50 2950 
40.. 23 177.20 646.70 3020 
41. 22 182.80 647.90 3090 
42.. 21 187.80 649.30 140 
cess mae 202.30 681.40 60 
44.. 20 210.00 683.50 0 
19 216.60 684.80 3400 
46.. 18 225.40 686.70 00 
= 18 243.36 721.20 3630 
48. 17 254.70 723.50 3740 
SP 16 265.60 725.90 3850 
50. 15 277.20 728.60 970 
51. 15 299.20 766.20 4100 
= 14 310.30 769.30 4190 
a Ct 326.60 772.70 4350 
54.. 13 353.70 813.30 4500 
aa 12 367.30 817.30 4610 
56.. 11 381.70 $21.60 4720 
57.. 11 414.60 865.40 4890 
58.. 10 431.60 870.60 5020 
. == 9 449.20 876.00 5150 
60. 9 488.80 924.20 5320 


The contract is nonparticipating sim 
lar to all Illinois Life policies. Waiv : 
of premium, double indemnity or both 
can be issued on this form, but not 
more than $25,000 of the latter. The 
policy will be issued only to men. 
Mr. Sullivan completes the circuit L. 
returning to the Illinois Life, with 
which he started in 1901 as office boy 
He studied actuarial science, served in 
actuarial departments, operated a con 
pany he helped form in Kansas, ao" 
held other executive posts. He placed 
$5,000,000 in St. Louis, $3,600,000 in 
1929, as Lincoln National general agent. 
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-| “LIFE UNDERWRITING: 
3 Yesterday, Today and Tomorrow’’ 


| is the theme of the 











1930 INTERNATIONAL CONVENTION 


of the 


pre- 


im- 


a NATIONAL ASSOCIATION OF LIFE UNDERWRITERS 
— 5 and the 
oe LIFE UNDERWRITERS ASSOCIATION OF CANADA 








: | To be held at 


TORONTO, CANADA 
September 24, 25 and 26, 1930 


In the construction of the 1930 Convention program, emphasis has 
been placed upon “selling” helps and life underwriting technique, 
with the avowed purpose of actually and specifically aiding the Life 
Underwriters of the United States and Canada to sell more Life 
Insurance and sell it on a higher plane. 


GET IN ON THIS CHANCE OF A LIFETIME 
| by Joining The Organized Group Today! 





Ask your General Agent or Manager for a copy of the pamphlet “Why Should 
I Belong” or write direct to 





| | 
| THE NATIONAL ASSOCIATION OF LIFE UNDERWRITERS 
| 11 West 42nd Street, New York City 
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Desirable terri- 
tory open in 
Ohio, Indiana 
and Kentucky. 





success, 
j S. M. Cross, President 




















Secure 


Writing all standard forms of participat- 
ing and non-participating insurance con- 
tracts. Liberal and profitable contracts 
offered dependable men who desire 


COLUMBIA LIFE 


INSURANCE COMPANY 


Cincinnati, Ohio 




















Up for Governor 





Edward D. Duffield, president of the 
Prudential, is now definitely put forth 
by New Jersey political leaders as a 
candidate for governor of his state at 
the next election. Mr. Duffield has 
long been active in the councils of the 
state leaders and only a year ago was 
said to be the most likely candidate 
for United States senator. As that of- 
fice has now fallen to Dwight Morrow 
in the primaries, it is not in line for 
Mr. Duffield, but this week Senator 
Frank D. Abell of Morris county pre- 
sented the name of Mr. Duffield for 
public consideration, citing him as the 
most logical candidate for the Repub- 
lican party in the next gubernatorial 
race. Ten other names have been sug- 
gested for the office thus far, including 
that of Franklin W. Fort, fire insur- 
ance official. 


CONNECTICUT GENERAL’S NEW 
DISABILTY SCHEDULE ISSUED 


Announcement of its new disability 
program is made this week by the Con- 
necticut General Life, effective July 1. 
It included an entirely new clause and 
new schedule of rates. The rates are 
increased about 70 percent on male risks, 
with the same coverage granted. Dis- 
ability income for the first three months 
is not granted. The new clause is free 
from travel and aviation restrictions. 

Nonparticipating rates for males for 
a few ages in connection with ordinary 
life forms are: Age 20, $2.60; age 25, 
$2.91; age 30, $3.26; age 35, $3.75. 


Thomas F. Powers, representative of 
the Lincoln National Life, in Racine, 
Wis., died suddenly at his home in that 
city. For many years he was associated 
with the company as manager of the 
life department of Fagan, Newell, Mc- 











Queen Company, in Racine. 





Fowler Sounds Warning - 
to Present Day Conditions 





Edgar C. Fowler of Chicago, generaj 
agent of the New England Mutual Life, 
at a luncheon in honor of E. B. Thur. 
man, who will establish a third gen. 
eral agency of the company in the city, 
sounded a note of warning as to pres. 
ent conditions, saying that there is a 
tremendous pressure being made to get 
volume. He said that there is a mad 
rush up and down the line which bodes 
no good. Under this extreme lash he 
said men at home offices and in the 
field are impelled to do things that they 
would not under normal conditions, 
He predicted that unless this craze for 
volume abates there may be another 
life insurance investigation similar to 
that in 1906. 

He explained the attitude of the New 
England Mutual, saying that rather 
than press its old general agents for 
volume where they did not desire to be 
pressed it would establish additional 
general agencies in the large cities. Mr. 
Fowler said that he had urged the New 
England Mutual to do this two or three 
years ago. 


Sullivan Obtains Writ 


The circuit court at Jefferson City, 
Mo., has issued a writ of mandamus 
against Superintendent Thompson to 
show cause why the agent’s license of 
J. P. Sullivan should not be issued, Mr 
Sullivan announces from his new head- 
quarters in Chicago this week. He 
states he will press for issuance of the 
license as visible evidence that he was 
not guilty of unethical practices com 
plained of by rival seneral agents and 
maangers at St. Louis, his base of op 
erations heretofore. Also, Mr. Sullivan 
says, although he intends to concentrate 
in and around Chicago, he plans late: 
to use the Missouri license when the 
superintendent complies with court or- 
der. 
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ALBERT CONWAY 


New York Superintendent hearkens to 
lure of bench and accepts Gov. Roose- 
velt's appointment as county judge in 
New York. 


Imagination Is 
Greatest Asset 


(CONTINUED FROM PAGE 5) 


prospect’s needs. And the most valuable 
part of the salesman’s equipment is an 
active and well disciplined imagination. 
This will enable him to grasp his pros- 
pect’s problem quickly and intelligently 
and permit him to suggest a practical 
solution for it. 

“Men are not always logical; they are 
not guided by the light of pure reason. 
They seek reasons to justify their con- 
duct; not to determine it. 

“Men buy life insurance today for the 
same fundamental reasons that they 
bought it when life insurance first be- 
came a force in human affairs. True, 
the technic of presenting it must differ 
to conform with the changing complex- 
icn of our social economic life, but 
changing the form of expression has not 
altered the substance of the thought. 


Informers, Not Reformers 


“Consider; life insurance has _ been 
functioning successfully for a century 
and a half, and in that time it has un- 
coubtedly covered the field of effective 
sales principles, and he would be a bold 
man who would assert that he has dis- 
covered an entirely new sales idea. We 
bring no new ideas; we are not reform- 
ers; we are informers. We do not deter- 
mine the sale; we direct the purchase. 

“By this I do not mean that we are 
to walk into the prospect’s office, ask 
him if he wants some life insurance, and 
generously offer to select the best com- 
pany for him. After the prospect has 
decided to buy, our services as salesmen 
are no longer needed; a clerk can do the 
work as well. Our service consists in 
organizing the factors of the prospect's 
situation in such a manner that it points 
to only one conclusion. 

“There is no magic formula for selling 
life insurance. Life insurance is sold by 
clear thinking, intelligent effort and per- 
sistent tact. 


Deprecates “Petrified” Talk 


“The man who talks rates and divi- 
dends and cash values, conveys but a 
petrified aspect of what a life insurance 
policy really is. What he says is true 
enough, but who cares? Our prospects 
do not live in a world of mathematical 
symbols or scientific abstractions. They 
live in a world of sensible experience; 
o! hopes and ambitions; of joys and 
sorrows; of life and love and death. 
lhese are realities; all else are abstrac- 


offering the chilling assurance that eight 


die this year, and then wonder why you 
get a cold reception. What other kind 





BIG FIELD GATHERING HELD 


Massachusetts Mutual Agents Through- 
out United States Attend—Women’s 
Auxiliary Formed 


Professor S. S. Huebner made his first 
appearance in the capacity of educational 
adviser of the Massachusetts Mutual, 
discussing business purchase agree- 
ments, at the agents convention of the 
company at Mackinac Island, Mich., this 
week. President William H. Sargeant 
gave his annual address, expressing 
optimism on the outlook. 

Other speakers were F, Lynn Lantz, 
Wilkes-Barre, Pa., retiring president of 
the Agents’ Association; John W. Yates, 
general agent at Detroit, who was 
elected new president of the association, 
and James M. Blake, manager field 
service department at the home office. 
Hawley Wilson, Peoria, Ill, was elected 
first vice-president. The convention 
theme was “Cultivating Good Will 
through Practical Practices.” 

Stress Giving of Service 


Emphasis was given on what to do 
as well as on methods of giving policy- 
holders maximum service for the mutual 
satisfaction of policyholders, agents and 
the company. 

Dr. Huebner made the point that all 
life insurance is in reality business in- 
surance, providing indemnity for losses, 
the coverage of which through life in- 
surance, he says, is matter of good busi- 
ness. 

A feature of the convention was or- 
ganization of an auxiliary association by 
the large number of women represen- 
tatives present. This group will have 
its own officers and will be devoted to 
problems of women representatives, 
working in full cooperation with the 
agents’ association. 

The Mackinac convention was prob- 
ably the largest in the Massachusetts 
Mutual’s history, approximately 900 in- 
cluding home office officials, field men 
and women and guests attending. Busi- 
ness sessions were held in the morning 
Monday, Tuesday and Wednesday and 
a special beginners’ meeting Tuesday 
afternoon in charge of Mr. Blake, who 
formerly was Philadelphia general agent. 
Afternoons were given to recreation. 

Among the speakers were: Thomas 
B. Charles, Philadelphia; Roy J. Hor- 
ton, Detroit; John E. Davis, Pittsburgh; 
C. S. Duff and B. E. Blake, Baltimore; 
Edward A. Kitzmiller, Pittsburgh; 
Charles G. Keehner, San Francisco; M. 
W. Atkinson, B. H. Leerburger, L. B. 
Behan and C. R. White, all of New 
York City; G. H. Schumacher, Cleve- 
land; F. W. Drake, Memphis; Phinehas 
Prouty, Jr., Los Angeles. Rayburn M. 
Benton, superintendent of agencies, 
gave a demonstration of the Life In- 
surance Sales Research Bureau educa- 
tional film service at the beginners’ 
meeting. 


SALTZSTEIN RESIGNS FROM 
DETROIT LIFE STAFF 


DETROIT, MICH., June 26.—Presi- 
dent John A. Reynolds of the Detroit 
Life announces that Jerome C. Saltz- 
stein, executive vice-president, has re- 
signed. Mr. Reynolds states that “his 
decision was based on an unusual op- 
portunity for personal progress which 
was presented to him and which he has 
had under contemplation for some 
time.” 
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tions. Help him realize his ambitions 


of a reception do you expect from a 
corpse?” 
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UNAIDED 


Some Agents Might 
Become Million Dollar 


Producers 



























But We Don't Ask 
“Pilots to Protection” 
to go it alone. 





{Admittedly, some life underwrit- 
ers have such marked ability that 
Home Office helps are scarcely 
necessary to aid them in their 
work. 

§Such men are the exceptions. To 
the majority of Agents, Home 
Office Helps spell the difference 
between failure and success. 


§PILOT LIFE seeks to furnish 
the men on the firing line with 
practical aids to underwriting 
attainment. 


Here Are the Tools: 


Participating and Sub-standard risk 
non-participating contracts. 
— Complete accident 


Non-medical on Men coverage, including 
and- Women. policies for children. 


Endowment and or- Training school and 
dinary life policies home office assist- 
on children. ance. 

Disability and dou- 
ble indemnity con- 
tracts for both men 
and women. 


Liberal first year 
and non-forfeitable 
renewal commissions. 
New Sales Service 

(Direct Mail) to se- 

lected prospects. 


T. D. Blair, Agency Manager 


PILOT LIFE 


Insurance Company 
GREENSBORO 


North Carolina 
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N ARCHITECTURAL LANDMARK OF DIGNITY 
AND BEAUTY, this building is primarily an ideal 
workshop. Its 3,800 employees enjoy the maximum of 
good air, sunlight and quiet possible in the intens= life of 
Manhattan, as well as 20th Century utilities and conven- 


ience that multiply human efficiency in the day’s work. 





NEW YORK LIFE INSURANCE COMPANY 
MADISON SQUARE, NEW YORK, N. Y. 


DARWIN P. KINGSLEY . . . . President 
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cessful, and also under his leadership the 





Theses General hn 


of New England Mutual 


OPENS THIRD CHICAGO OFFICE 


Aggressive Manager Resigns Successful 
Missouri State Life Post to Build 
New Organization 


E. B. Thurman, aggressive president 
during the past year of the Chicago Life 
Underwriters Association and manager 
for the Missouri State Life there, has 
resigned this latter connection to be- 
come the third general agent of the New 
England Mutual in Chicago. Thus the 
Boston company continues its conserva- 
tive expansion program of multiple gen- 
eral agencies in large cities 

The other New E ngland Mutual gen- 
eral agents in Chicago are Edgar C. 
Fowler and Julius H. Meyer. The com- 
pany has been operating in Chicago 
since 1863, having been one of the orig- 
inal depositors when the First National 
Bank opened its doors. Mr. Fowler has 
been general agent about 42 years and 
the Meyer agency was appointed some 
25 years ago. 

Honor Thurman at Luncheon 


Mr. Thurman was tendered a compli- 
mentary luncheon at the Union League 
club Monday by Mr. Fowler at which 
were present many of the leading life in- 
surance men in Chicago. 

In acquiring Mr. Thurman, the New 
England Mutual gets a man who is pre- 
eminently a salesman and sales organ- 
izer, but who also has a fine knowledge 
ot and high ideals as to the functions of 
life insurance and the manner in which 
it should be sold. Mr. Thurman has be- 
hind him 16 years’ life insurance expe- 
rience, starting in 1914 with the Phoenix 
Mutual at Hartford. He first spent six 
months studying the business and adapt- 
ing his sales experience to it. 

He had been a salesman for 15 years 
previously in commercial lines. Mr. 
Thurman’s father used to be a star salés- 
man for the Rice-Stix Dry Goods Com- 
pany of St. Louis, traveling through the 
south. Mr. Thurman accompanied his 
father as assistant, and in this manner 
laid the ground work of his sales skill. 
Later he spent some years as a salesman 
for the dry goods firm in his own right, 
becoming the biggest producer in his 
line in the south. 

Has Had Long Experience 


In January, 1915, Mr. Thurman was 
appointed manager for the Phoenix Mu- 
tual at Cleveland and was there until 
October, 1918, when he resigned and left 
life insurance to become active in a tire 
manufacturing company. He returned to 
the business in 1919, going with the 
Missouri State in Cleveland as manager, 
staying there until May, 1927, when he 
was transferred to Chicago as manager. 

Mr. Thurman started in Cleveland 
without an agent or policyholder and 
built his office to $8,500,000 production a 
year with approximately 60 full-time 
agents and almost no brokerage busi- 
ness. The Chicago office of the Mis- 
souri State under Mr. Thurman has 
grown to production of approximately 
$1,000,000 a month, which is an increase 
of about 120 per cent over the agency’s 
production before Mr. Thurman took 
charge. 

Conspicuous Public Service 


As president of the (Chicago associa- 
tion, Mr. Thurman was the moving fac- 
tor in the fight waged on twisters in the 
last year which has been unusually suc- 


Chicago association has greatly increased 
its membership, now being the second 
largest in the country. 

Mr. Thurman’s offices will be opened 
July 15 on the 24th floor of One La Salle 
Street building, Chicago. 

At a luncheon in his honor given by 
Edgar C. Fowler, general agent of the 
New England Mutual Life at Chicago, 





at which a number of members of the 
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E. B. THURMAN 


The New England Mutual continues 
its conservative development policy of 
multiple agencies in large cities by ap- 
pointing E. B. Thurman, leading Chi- 
cago manager and past president of 
the Chicago Life Underwriters Associa- 
tion, as its third general agent in that 
city. 








Thomas D. Hughes, Lincoln 


National Veteran Retires 


Shepard, vice-president of 
the Lincoln National Life, announces 
the retirement of Thomas D. Hughes 
from the firm of Hughes & Scott, gen- 
eral agents for Minnesota and Wiscon- 
sin. In the future this firm will be 
known as the Northwest Agency of the 
Lincoln National with W. Wright 
Scott in charge as general agent. 

For a number of years past, Mr 
Hughes has been making his plan to 
retire on his sixtieth birthday, which 
will occur on October 14. On that date 
Mr. Hughes will sever his connections 
with the Hughes & Scott agency and 
with the Lincoln National Life. 

Beginning as a station agent for the 
Northern Pacific Railway, Mr. Hughes 
soon earned a promotion to the post of 
traveling freight agent. Later he served 
as a member of the North Dakota legis- 
lature and afterward entered the ranks 
of the Life of New York. On Jan. 
1910, Mr. Hughes went to the Pioneer 
Life, of Fargo, N. D., as vice-president 
in charge of agencies. Seven years 
later, in March, 1917, upon the merger 
of the Pioneer Life with the Lincoln 
National, Mr. Hughes became vice- 
president of the latter company in 
charge of the northwest agencies. He 
was at the same time elected to the 
board of the Lincoln National. 

On Nov. 1, 1924, Mr. Hughes entered 
into a partnership with W. W. Scott 
under the firm name of Hughes & Scott, 
as general agents for North Dakota, 
Wisconsin, and Minnesota. 

Mr. Hughes is vice-president of the 
Fargo National Bank, 


Walter T. 


Rockford Office Moves 


The Rockford, Ill, district office of 
the Berkshire Life managed by Harry 
A. McQueen, and under jurisdiction of 
General Agent Leon A. Triggs of Chi- 
cago, has been moved into new quar- 
ters in Room 915 Rockford National 
Bank building. 


managers and general agents associa- 
tion were present, Mr. Thurman was 
given a handsome silver coffee service, 
the presentation being made by S. T. 
Chase, Connecticut Mutual. 
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MARQUETTE LIFE IS REVIVED 


A. J. Schattgen Heads Company Started 
Under Old Charter—J. D. Mac- 
Arthur Vice-president 


Charter of the Marquette Life, for- 
merly of Springfield, Ill, which was re- 
by the Mutual Life of Illinois 
has been revived and the com- 
pany is now operating on a conserva- 
tive basis in Chicago. The original 
charter was under the Illinois insurance 
law of 1897, but has been amended un- 
der the 1927 assessment law. 

Andrew J. Schattgen, president iof 
the Marquette before its retirement, is 
aay of the new organization. His 
home Jerseyville, Ill. John D. Mac- 
peg of Chicago is vice-president, 
William O. De Souchet, Chicago at- 
torney, is secretary, and Dr. C, E, Hu- 
miston of Chicago, medical director. 
Dr. Humiston is chief surgeon of the 
West Suburban hospital and past pres- 
ident of the Chicago Medical Society. 
The company’s offices are on the 13th 
floor of the Marquette building, 140 
South Dearborn street. It is said the 
M arquette is writing approximately 
$100,000 of business a month. Plans are 
under way to change it over to a stock 
basis as soon as possible. John Mac- 
Arthur was formerly a director of the 
State Life of Chicago. He is a brother 
of President Alfred MacArthur of the 
Central Life of Chicago. 


insured 
in 1923, 


Is Now Interstate Reserve 


The Merchants Reserve Life of Chi- 
cago, an assessment company, has 
changed its name to the Interstate Re- 
serve Life. Charles F. Dickinson, 
president, is the main factor in the 
company. It has $341,687 assets, $271,- 
422 liabilities. Its insurance in force 
is $6,088,546. It wrote in new business 


last year $902,100. Its total receipts 
were $241,016. It paid in death claims 
$78,802 and had other disbursements 


amounting to $97,417. 


New Directors for Cleveland Company 


Three new directors of the National 
Preferred Life of Cleveland have been 
elected, including F. A. Draper, who 
was made first vice-president and actu- 
ary; George E. Schroth, Jr., Tiffin, O., 
prosecutor of Seneca county, and J. 
Walter Wright, judge of the common 
pleas court, Bucyrus, O. Mr. Draper 
was formerly actuary of the National 
Life of Des Moines. 

The financing of the company is ex- 
pected to be completed at an early date, 
according to Irving S. Hoffmann, presi- 
dent. Offices of the company are at 11 
Public Square. 





Pacific Mutual Life 


Concluding the regular triennial ex- 
amination of the Pacific Mutual Life 
by the California, Tennessee and Wash- 

igton departments the examiners sub- 
mitted a report that company is in 
excellent financial condition. 


Midwest Mutual Organized 


The Midwest Mutual Life of Fargo 
has been granted a license by the North 
Dakota insurance department. A. R. 
Bergerson is one of the organizers. 

Citizens Life 

Industrial policyholders of the de- 

unct Citizens Life of Huntsville, Ala., 
will be paid 100 cents on the dollar ac- 
cording to Commissioner George H. 
Thigpen. He made the statement of 
the sale of the Citizens’ $9,000,000 in- 
lustrial business to the Liberty National 

.ife, 


Illinois Bankers Expanding 


Extension of the operations of 
Illinois Bankers Life of Monmouth, 


the 


Ill, 





into Oklahoma, Missouri and Kansas 
will be undertaken immediately, fol- 
lowing the granting of licenses to the 
company in those states. The com- 
pany was admitted to Texas a few 
weeks ago and is now operating in five 
states outside of Illinois, having been 
licensed in Arkansas several months 
ago. 


Purchase Springfield Life Interest 
ROGERS, ARK.,, 


June 26.—Purchase 


of a large interest in the Springfield 
Life of Missouri by J. W. Walker and 
J. E. Felker, president and vice-presi- 
dent of the Union Life of Arkansas, 
is announced here. Most of the stock 
obtained by Messrs. Walker and Fel- 
ker was from President R. W. Catlett. 
Mr. Catlett will for the present con- 


tinue to act as president and supervise 
the Springfield’s business. 


Becomes Los Angeles Life 


The Associated Life of Los Angeles 
has changed its name to the Los Ange- 
les Life. The company began active 


operations under the name of the Asso- 


INSU R. ANCE 


E DITION © 








Francisco in 1924 
and about two and a half years ago 
moved its home office to Los Angeles. 
At present it is writing life and accident 
and health insurance and is licensed in 
California and Nevada. 


ciated Life at San 


Goodwin Named Cashier 


At a meeting of the 
Connecticut Mutual Life, 


directors of the 
Harvey Good- 





Life Insurance in Action 
Combats Summer Heat 





It is difficult to maintain en- 
thusiasm during the torrid days 
of summer. It tests a general 
agent’s ingenuity to keep his men 
keyed up so they will keep out on 
the street and get the business. 


win was appointed cashier. Mr. Good- 

win succeeds Owen Morgan, assistant A number of general agents are 
secretary, formerly in charge of the planning to revitalize the interest 
cashiers’ department, who has been of their agents by giving them 
elected a vice-president of the Society copies of the most interesting and 
for Savings in Hartford. In August, effective soliciting document of 
1907, he entered the employ of the the year—the 1930 Life Payments 
Connecticut Mutual, serving for a time Number of THe Nationa UNDER- 


as a clerk in the mailing division after 
which he was transferred to the finan- 


writer, which will be published 
next month, This number shows 
life insurance in action and it is 








cial department. New duties and added ‘ r 

responsibilities have been assumed by the best restorative possible for 

him from time to time. waning enthusiasm, Extra 

ae copies of the Life Payments 
. Number must be ordered imme- 
Life Company Notes diately. 
June is being observed by the Ohio 
State Life as victory month. 
» Sentinel Life is c ‘ting a sales . : : 
PF -- Ry BA SS — American Institute Meeting 


dent L. L. Adams’ birthday anniversary 


The fall meeting of the 





The Alabama insurance department ctitute of Actuaries will be held Oct. 30- 
has approved the sale of the Booker T 7 . S rfield Ill Head arter 
Washington Life of Birmingham to the] °1. at Springheid, * cadquarters 
Atlanta Life. will be the Abraham Lincoln hotel. 
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found it difficult to comply 
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of a 


decided in 


favor of an experienced contractor. 
Bond was required immediately but, 
much as his quick assets were limited, he 
with the 


inas- 


re- 


Practical, Dollars-and-Cents** 
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and realized 


complex 


agent involved repre- 
an eastern com- 


situation 
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would require much cor- 


respondence and delay 
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be 


could 
Seeking solution to the problem he thought 


before the bond 


conveniently lo- 
and by telephone 
his client into 
to personally 


Continental, 
nearby ; 


of 
cated 
arranged to send 
the Home Office 
explain his situation. 


Upon arrival it was found that 
the contractor was well qualified 
for the work, owned ample ma- 
chinery and other property and 
had sufficient credit with his bank 
to finance the job. His banker 
verified his statements by tele- 
phone and Continental promptly 
issued the desired bond. The 
agent collected a substantial com- 
mission and won the goodwill of 
a valuable client. Also, recogniz- 
ing good service, he took 
Continental representation. 


on 


This is but one of the many ex- 
amples of the unfailing service 
the Continental Companies offer 


to fieldmen. A staff of experi- 
enced executives and over 1,000 
competent employees stand in 


constant readiness to render busi- 


ness-building, profit-winning serv- 


ice to Continental representatives. 


Continental Casualty Company 
Continental Assurance Company 


CHICAGO - 


ILLINOIS 
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Rated 


“Kxcellent’’ 


Of the 321 Life companies included 
in Best’s Life Rating Chart for 1930, 
119 are rated as “A” or “Excellent.” 


The B. M.A. is among the 119 rated. 


And with but one exception is the 
youngest company to receive the “A” 


At the close of 10 years in the Life 
field, the B. M. A. had $87,000,000.00 
Life Insurance in force 
amount of any company of equal age 
in existence). 


(the largest 


BUSINESS MEN’S 
ASSURANCE COMPANY 


Kansas City 


Missouri 























DRIVE WAS CUT SHORT 


Max Goldsmith of the Riehle agency 
of the Equitable Life in New York City, 
who was to have concluded a month’s 
drive for a new world record of 
monthly writing some time this month, 
was unable to carry out his plans, due 
to ill health. He started his drive in 
May and was just getting under full 
steam, when he was forced out of the 
race by his health. As it was, he man- 
aged to write 90 cases for a total of 
$700,000 in only a portion of the month 
allotted. He cannot undertake his plans 
for the present, as the summer vacation 
season is here and the time is not 
eee for such a campaign. Mr. 
Goldsmith has been one of the im- 
portant factors in building a record 
business for the Riehle agency this year 
thus far, the agency as a whole being 
22 percent ahead of its allotment set 
by the company. 

. 6 = 
PLAN ANNIVERSARY DRIVE 


Plans are rounded out by the Keane- 
Patterson agency of the Massachusetts 
Mutual in New York City, for an an- 
niversary drive in July, to net a new 
record and increase the insurance in 
force in the five year old agency to 
$72,000,000. This agency was organ- 
ized Aug. 1, 1925, and on that date a 
fitting celebration is to be held, con- 
cluding with a party. July will also be 
marked by a drive for the needy poor 
children and for each $100,000 of busi- 
ness paid for, one boy or girl from 
the deserving poor of the city will be 
sent to an established camp for a vaca- 
tion. This is now an annual custom in 
this agency. 

x * * 
TRIBUTE FOR FRASER 


Peter M. Fraser, retiring general 
agent for the Connecticut Mutual in 
New York City, who assumes his new 
office as vice-president of the company 
next week, was the guest of honor at 
a large dinner given by his agency as- 
sociates and friends. Supreme Court 
Justice Mitchel May of Kings county, 
an intimate friend of Mr. Fraser, was 
toastmaster and among the speakers 
were Mr. Fraser, his brother, John M- 
Fraser, who succeeds him as New York 
general agent, and H. M. Holder- 
ness, superintendent of agencies. Mr. 
Fraser was also presented with a rec- 
ord of the results of the special drive 
in his ‘honor, a six weeks campaign 
which netted an agency record of $5,- 
300,000 in paid business and a greater 
total of applications written than ever 
recorded in a similar period. 

* x 


CAMERON A DIRECTOR 


William J. Cameron, vice-president 
and actuary of the Home Life of New 
York, has been elected a director. Mr. 
Cameron has been with the Home 
since 1917, being with the North Caro- 
lina insurance department prior to that. 
He was appointed actuary in 1923 and 
vice-president in 1928. He has been one 
of the most effective all around execu- 
tives in the business, being thoroughly 
familiar with agency problems as well 
as actuarial matters and thus always a 
popular figure at the agency conven- 


tions. 
* 


RECORD OF PROMPTNESS 


Evidence of the manner in which life 
insurance home offices have kept in per- 
fect tune with the speeding up of busi- 
ness is contained in the May death pay- 
ment record of the Equitable Life of 
New York. In that month 1,738 death 
claims were paid and all but 11 of these 
were paid within 24 ‘hours after receipt 
of proof of death. This is a rate of 70 
claims a day for an average of $200,000 
daily and a monthly total of well over 
$5,000,000, This is about five times the 
totals of 25 years ago and yet the same 


AS SEEN FROM NEW YORK 


By C. C. 
(Nash of the National). — 


NASH, Jr. 











the company has paid death claims of 
over $29,000,000 and other payments to 
policyholders and beneficiaries bring the 
aggregate for the five months to $73,- 
500,000. It is interesting to note that 
the company has paid annuity install- 
ments of $1,491,000 in the five months. 
xk kK * 
STRONG TRUST COMMITTEE 


With the merger of the Equitable 
Trust Company and Chase National 
Bank of New York, effective this week, 
one of the strongest combinations of in- 
surance advisory aid is shown in the 
new trust committee. In addition to a 
list of the outstanding bankers and trust 
men of the city on this, the insurance 
side of the picture is represented by 
Frederick H. Ecker, president of the 
Metropolitan Life; Franklin O’Olier, 
vice-president of the Prudential, and 
Thomas I. Parkinson, president of the 
Equitable Life of New York. 

_ 
AD FUNDS GROW 


Those working on the institutional 
advertising campaign of the New York 
Association of Life Underwriters, which 
will see launched one of the largest life 
insurance advertising programs ever 
prepared, report that, without intensive 
campaigning as yet, one-fourth of the 
total budget has been voluntarily con- 
tributed and this by only one-eighth of 
the membership. This indicates that it 
will not require much of a wind-up cam- 
paign to gather all of the cash necessary 
and perhaps none, if the remainder are 
as enthusiastic as those already sub- 
scribing. 

e = 6 
CONSIDERS LONGEVITY 


Lengthy consideration of the matter 
of longevity is contained in a full page 
article in the Sunday “Times” of New 
York by Louis I. Dublin, statistician 
of the Metropolitan Life. Mr. Dublin 
takes up the question of heredity’s part 
in determining the life span, showing 
from many investigations, both lay and 
insurance, that children of parents who 
lived to older ages have longer + panel 
ancy than those whose parents died co1 
paratively young. He said that there 
seems to be an unquestioned effect of 
heredity on life expectancy, but that ~ 
some regards this is closely linked wi 
environmental conditions, the sapente 
death, or the death of one, often chang- 
ing life conditions sufficiently to reduce 
the life span. Thus, he pointed out that, 
inasmuch as it is not practicable to se- 
lect grandparents, it is much mo 
worth while to increase efforts in im- 
proving environmental conditions, that 
the life span of the general population 
may be increased. 


Big Business Produced in 
the Big Buckner Contest 





During the three months’ campaign 
in honor of Vice-President Thomas A. 
Buckner of the New York Life the to- 
tal paid for business was $307,520,168. 
It was in honor of his 50th anniversary 
with the company. During this period 
3,321 agents filled their allotments, 315 
doubling their allotments or more. The 
excess volume over the allotment 
amounted to $57,945,168 or 23.21 per- 
cent. Mr. and Mrs. Buckner together 
with Vice-President Walker Buckner 
and Inspector of Agencies S, O. Buck- 
ner, who recently retired, are in Hono- 
lulu and will return in time for the fall 
meeting of the clubs. Inspector ol 
Agencies George W. Long of the At- 
lantic department exceeded his allot- 
ment by 36.03 percent. The northwest- 
ern department under Inspector © 
Agencies R. E. Peters was second with 





record of 24 hour payments is shown, 
a 99 percent record, Thus far this year, 








an increase over the allotment of 35.02 
percent. 
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June 27, 1930 LIFE INSURANCE EDITION 
- . a maximum that contractors feel able to 
G min pay and still employ a given number, 
ive C. L. U. Exa ations but that carpenters’ unions insist on a 
20 percent increase, what effect would 
(CONTINUED FROM PAGE 5) you expect this to have upon (a) the 
Merely indicate all answers by lIetiers| sure equity among life insurance policy- number. of carpenters employed, (b) the 
peginning with “A” and then following holders? rate of wages in other occupations? 
continuously with “B,” “Cc.” ete. The | 0!Mers: a Explain 
problem aims to ascertain correctness 2. The production of commodities per : 
(ce) SOCIOLOGY 


of procedure and not action results.) 


PART II: LIFE INSURANCE 
SALESMANSHIP 

(To be completed within three hours) 

PRINCIPLES OF SALESMANSHIP 
(Answer all questions) 

1-2. Write as convincing a ten-minute 

talk as you can on the topic: 

Insurance as a Profession. 


(a) 


radio 
Life 

3. Discuss in detail all of the pos- 
sible sources which would aid in secur- 
ing life insurance prospects. 

4-5. List at least ten of the common 
objections to taking life insurance that 
the underwriter must be prepared to 
meet. Give as telling a reply as you 
can to each of the objections you have 
listed. 

(b) PSYCHOLOGY OF LIFE 
ANCE SALESMANSHIP 
(Answer all questions) 


1. Enumerate the instincts which im- 
pel. the purchase of life insurance, ex- 
plaining each sufficiently to make its 
significance clear. 

2. Justify the “appeal to reason” in 
the selling of life insurance. 

3. Discuss the peculiar psychological 
reasons that make it much more dif- 
ficult to sell life insurance than almost 
anything else. 

4. Life insurance is less 
than many other commodities: e.g., to- 
bacco. How may more extensive ad- 
vertising be justified from a psycholog- 
ical standpoint? Explain in detail. 

5. (a) Enumerate five habits which 
will hamper a life underwriter in his 


INSUR- 


advertised 


profession and which he should en- 
deavor to overcome. 

(b) Enumerate five other habits 
which will aid a life underwriter and 


which in your judgment should be ac- 
quired, 

PART III: GENERAL EDUCATION 
(To be completed within three hours) 


Note: Owing to the fact that in 1929 
a material change was made in the sug- 
ted reading list so far as it pertains 


ees 


to Part III, a candidate is given the 
privilege of choosing whether he prefers 
to be examined on the old basis or the 
new If he prefers the former, Examin- 
ation A should be taken, and if the lat- 
ter, he should take Examination B. The 
one selected must be taken in its en- 
urety. 
EXAMINATION A (PART IID) 
(a) ENGLISH 

_ Select either of the following sub- 
jects and write an article 400 or 500 


words in length which we will assume 
is for publication in the house organ 


of the insurance company you repre- 
sent. It will be graded on the basis of 
grammar, spelling, punctuation, para- 
gri aphing, and other factors essential to 


the writing of good English. 


|. The future of an educated man in 
the life insurance profession. 

Ethical standards which should 

govern the activities of a life under- 


writer, 

(b) ECONOMIC THEORY 
(Answer the first and three other ques- 
tions, retaining the question 
numbering given here) 

|. List the various types of state 
and federal taxes which financially af- 
life insurance policyholder and 

beneficiaries. Bearing in mind the 
necessity for each citizen assuming his 
due share of the expenses of govern- 
ment, what modifications in existing 
tax laws would you recommend in the 
interests of public welfare and to as- 


lect a 





THE ECONOMICS OF LIFE IN- 
SURANCE—By Dr. S. S. Huebner. 


advances tha 
life Py gives. pt -y (* The National 
Underwriter, A1946 Insurance Exchange, Chicago. 














capita and per unit of capital in the 
United States have increased rapidly in 
recent years although there has been 
a relatively small increase in the area 
of land which can be _ productively 
utilized. Do these facts contradict the 
~ of diminishing returns? Explain. 

Economists have recently been 
satel over the fact that the gold 
supply of the world has been increas- 
ing at a diminishing rate. State the 
equation of exchange between’ the 
quantity of money and the price level. 
All other things being equal, what ef- 
fect upon commodity price levels would 
you expect with a small increase in the 
amount of gold and a large increase in 
the volume of trade? Explain. 

4. Is there any difference in the fac- 
tors governing the price which can be 
obtained for a 1930 radio set, and those 
governing the amount for which a paint- 
ing by a 16th century artist, such as 
Raphael, may be sold? Explain. 

Assuming that carpenters are being 
pala a daily wage which represents the 





(Answer any four questions, retaining 
the question numbering 
given here) 


Enumerate the factors which de- 
termine the standard of living for a 
family, and explain why a life under- 


writer must take this standard of liv- 
ing into consideration in programming 
insurance for a family head. 

2. Distinguish between communicable 
and degenerative diseases. Explain why 
the health conservation activities of life 
insurance companies have been pri- 
marily directed against the former so 
far as industrial policyholders are con- 
cerned, and against the latter among or- 
dinary policyholders. 

3. List the outstanding characteristics 


of the modern health movement. In- 
dicate some of the ways in which life 
insurance companies have cooperated 
in this movement. 

4. What influence has workmen's 
compensation legislation exerted upon 


the frequency and severity of industrial 





i™N 








Friday, June 13, Brings 
13 Policies for $13,000 





H. M, Cryder, who represents 
the Central States Life in East 
St. Louis, Il., wrote 13 policies 
for $13,000 on Friday, June 13, 
which goes to prove it a lucky day 
for him. Mr. Cryder also has a 
record of having insured each of 
the 12 members of one family. 
He wrote $2,000 on the father and 
$1,000 on each of the other 11 
members of the family. 














accidents? Explain. Enumerate the 
arguments you would advance to a 
worker covered under compensation in- 
surance as to why he should also carry 
life insurance. 

5. Show the importance of thrift in 
the advancement of society, and explain 
the advantages which life insurance as 
a means of saving possesses as com- 
pared with other types of saving. 


EXAMINATION B (PART III) 


Note: A candidate taking this exam- 
ination is not given a separate examina- 
tion in English, but will be given a spe- 




















WRITING: 


Property 
Investment 
Guaranteed 
Income 
Economic Life 
Guaranteed 
Accumulation 
Educational 
Junior 20 Pay 
Term 
Joint Life 
Group 


























uses for support, 


Insurance agents who use 


make spectacular jumps 


hurriedly covering much 


unusual “Commonwealth 


The 


results. “Commonwealth 


Office. 


Let us show you how 
operation” 


1. Smith Homans, Vice-President 


COMMONWEALTH 
LIFE INSURANCE Co. 


LOUISVILLE 


oHGC 90/Viethods don 


KANGAROO—that squatty 
a small head and large ears, 
and long powerful hind legs, is 
expected to make huge leaps and cover ground 
rapidly in a spectacular manner. 


kangaroo methods and 


definite plans are the men that rarely get ahead. 


Kangaroo methods do not enter into the work of 
Commonwealth Life agents who are backed by that 
Cordial 
plan which leads to productive life underwriting. 


fact that Commonwealth Life agents are suc- 
cessful is ample proof that this plan is producing 
Cordial 
service enables our field men to reach the retire- 
ment age with a comfortable income built by their 
own work and the consistent help of the Home 


“Commonwealth Cordial Co- 
will start you on the road to success. 


looking animal with 
a thick tail which it 


about their territory 
ground without any 


Co-operation” 


Co-operation” 
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PREPAREDNESS 


The Inter-Southern salesman 
is as completely equipped and 
prepared as the soldier who 
carries éverything from a 
needle to a rifle. 

Before he goes into the field 
he has a thorough knowledge 
of the uses of insurance. He 
knows his policies. He also 
takes with him a confidence 
in the friendly cooperation of 
his home oflice. 

Thorough training forsales- 
manship, followed by daily 
cooperation---these are no- 
table advantages of a company 
large enough to provide 
ample resources, but not too 
large for close contacts. 

Ambitious insurance men 
are invited to write to the 


Inter-Southern. 














INSURANCE CO. 
LOUISVILLE, KENTUCKY. 
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CAREY G. ARNETT, President 
Home Office, Louisville, Ky. 

















cial grade for the whole examination 
based upon grammar, spelling, punctua- 
tion, paragraphing, and other factors es- 
sential to the writing of good English. 
(a) ECONOMIC PROBLEMS 
(Answer any four questions, retaining 
the question numbering given here) 

1. (a) Outline and explain briefly the 
various functions rendered by organized 
produce exchanges in the commodity 
markets. 

(b) When the price of wheat, for in- 
stance, is falling, farmers are prone to 
attribute it to the action of speculation 
on the Chicago Board of Trade. Do 
you think this criticism is justified? 
Be specific in your answer. 

2. Outline the process of evolution 
through which the American legislative 
attitude toward the regulation of trusts 
has passed. (Be specific in your refer- 
ences to the leading federal laws.) 

3. List the various stages in the 
“business cycle” and outline the prin- 
cipal characteristics of each. At ap- 
proximately what stage in the cycle 
would you judge the country to be in 
at the present time? How would you 
expect the sales of life insurance to be 
affected at different stages? 

4. The United States congress has 
spent a great deal of time within the 
past year discussing tariff legislation. 
What arguments would you’ expect 
high-protectionists to advance in_ this, 
and how would free-traders answer 
them? 

5. (a) To what different factors do 
you attribute the economic insecurity 
of labor? (b) Point out how the life 
insurance institution may help to over- 
come each of these. 

(b) GOVERNMENT 
(Answer the first and any three other 
questions, retaining the question 
numbering given here) 

1. List the various types of state and 
federal taxes which financially affect 
a life insurance policyholder ‘and his 
beneficiaries. Bearing in mind the nec- 
essity for each citizen assuming his due 
share of the expense of government, 
what modifications in existing tax laws 
would you recommend in the interests 
of public welfare and to assure equity 
among life insurance policyholders? 

2. Explain the doctrine of “checks 
and balances” as held by the framers 
of our federal constitution and show 
its influence upon the structure of our 
national government. 

3. Distinguish between the rights of 
the states and those of the federal gov- 
ernment as respects (a) regulation of 
commerce, (b) regulation of banking, 
and (c) regulation of insurance. 

4. Explain what is meant by each of 
the following: (a) referendum, (b) in- 
itiative, and (c) recall. What is the 
primary object of all such measures? 

5. (a) May the United States cen- 
sus just recently taken have any effect 
upon the number of representatives to 
which any state is entitled in the fed- 
eral Congress? Explain. (b) Name 
two special powers enjoyed by the house 
of representatives, and two enjoyed by 
the senate. 

(ce) SOCIOLOGY 

Same as Section (c) of Examina- 

tion A. 


PART IV: COMMERCIAL AND IN- 
SURANCE LAW 
(To be completed within three hours) 


Note: The problems in this examina- 
tion are based upon actual court cases 
and are designed to test a candidate’s 
knowledge of essential principles of 
commercial and insurance law. Emphasis 
in grading will be placed upon the rea- 
soning. 

(ANSWER EIGHT QUESTIONS) 


1. (a) Define law. (b) What are the 
sources of law? (c) Distinguish be- 
tween civil law and common law. (d) 
What limitations does the law impose 
upon an individual’s right to engage in 
business? Discuss. 

Adams, 19 years of age, purchased 
a $5,000 20 payment life insurance 
policy, paying a premium of $128 annu- 
ally. Four years later, he presents 
the policy to the insurance company 





=—= 


miums and interest thereon, setting yp 
the following reasons: 

(a) That the policy was not delivereg 
to him personally, but was mailed to 
him by the agent, at a time, in fact. 
when he was in ill ‘health. 

(b) That in payment of the premium 
he had given a _ non-interest bearing 
note, which was paid on the due d ate. 

(c) That in procuring the policy he 
wilfully misstated certain material facts, 
such as, that he was gainfully em- 
ployed, when in fact he was not em- 
ployed. 

(d) That the policy was not person- 
ally signed by an executive officer of 
the insurance company or sealed with 
the corporate seal. 

(e) That he was a minor at the time 
the policy was issued. 

(f) That the beneficiary whom he 
named was a distant friend who had no 
insurable interest in his life. 

(zg) That he did not really want the 
insurance but that the arguments and 
persuasion of his mother and the agent 
prevented the free exercise of his own 
will and mind and that he was forced, 
therefore, to take the insurance. 

According te the principles of insur- 
ance and contract law operative in your 
state, answer each of these points and 


set forth in conclusion your decision and 
the reasons therefor. 


4. (a) Under what circumstances, if 
any, may a partner sue his copartner 
at law? 

(b) What are the distinctions involved 
in the term “general partner” and “lim- 
ited partner’? 

(c) To what extent is a “silent” part- 
ner liable to creditors of a firm? 

5. (a) Distinguish fully between in- 
voluntary and voluntary bankruptcy. 
(b) Under what circumstances does a 
bankrupt’s life insurance become a part 
of the assets of the bankrupt estate? 
Discuss fully. 

6. Define the following terms: (a) 
executor (b) administratrix (c) trust 
agreement (d) deed (e) seal (f) cor- 
porate fiduciary (g) promissory note (h) 
rule against perpetuities (i) suretyship 
(j) guaranty. 

7. Baxter carries a large amount of 
life insurance and from time to time 
makes policy loans, pledging the poli- 
cies to the insurance company as collat- 
eral for the loans. On March 1, 1929, 
his policy loans amount to $25,000. He 
changes the beneficiaries on all his poli- 
cies to the Argosy Trust Company, 
trustee under a trust agreement, pursu- 
ant to which the sum of $200,000 (the 
full face of the policies) is to be held 
in trust upon his death for the benefit 
of five named beneficiaries. 

Shortly thereafter Baxter has his 
lawyer prepare a will in which it is di- 
rected that “all my just debts shall be 
paid as soon as convenient after my de- 
cease.” The entire residue of the estate 
is left to a charitable institution. The 
will makes no mention of the insurance 
trust. Upon Baxter’s death, the estate 
is solvent and the trust company makes 
a demand upon the executors of the 
estate to pay over the amount of the 
policy loans which shall have been de- 
ducted from the face of the policies. 

Decide, stating reasons. 

8 (a) An insurance company bought 
land and erected thereon a very large 
building. It occupied but a small por- 
tion thereof for its own proper busi 
ness and rented the rest. One of the 
tenants, relying on the doctrine that the 
corporation was authorized to acquire 
and hold only such land as was rea- 
sonably necessary for its business needs, 
sought to defend against a suit for 
overdue rent. Decide, stating reasons. 

(b) To what extent, if at all, do cer- 
tificates of stock of a corporation pos- 
sess the attributes of negotiable paper: 

9-10. In May, 1926, insured, under 
right reserved in policy, changed the 
beneficiary in his $10,000 life policy from 
his wife to a trust company as “bene- 
ficiary trustee.” On June 7, 1926, in- 
sured made a will wherein, after direct- 
ing the payment of all debts, ‘he gave 
his residuary estate to the trust com- 
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remainder to his children, no mention 
of the policy being made. 

He handed the policy and will to the 
trust officer of the trust company for 
safe-keeping without explanation. No 
trust agreement ‘had been’ executed. 
Upon insured’s death, claims were filed 
by the trust company, the widow, the 
executor of the estate and a creditor. 
The creditor claimed that the insured 
in May, 1926, stated that he intended to 
protect his creditors by an insurance 
policy and three months later stated 
that he had done so. The widow con- 
tended that the substitution of the trust 
company as “trustee beneficiary” did not 
work a change of beneficiaries, and 
that, unless the circumstances clearly 
manifest a declaration by insured of the 
objects of the trust or definitely reveal 
the beneficiaries of the trust, the trust 
was imperfect, and that she was now 
divested of her rights under the policy. 
[he trust company contends that the 
joint deposit of the policy and the will, 
and the reading of same in the light of 
each other, discloses for whose benefit 
the trust fund was to be ‘held. The in- 
surance company inter-pleaded and paid 
the funds into court. 

(a) Was a trust created in favor of 
the trust company? (b) Can the in- 
sured’s statements to the creditor be 
construed as being a declaration of trust 
in favor of creditors? (c) What are the 
rights, if any, of the widow as bene- 
ficiary? (d) To whom should the fund 
be awarded? 

(Give reasons for each answer.) 


PART V: FINANCE 
(To be completed within three hours) 
(ANSWER EIGHT QUESTIONS) 

1. (a) Set forth clearly the principal 
provision of a corporate mortgage. (b) 
Point out the advantages of serial bonds 
over ordinary sinking fund bonds. 

2. Name and outline the essential 
characteristics of five different types of 
bonds which a single corporation may 
have outstanding at the same time. Ar- 
range them in accordance with the de- 
gree of security underlying each type. 

3. (a) The Pennsylvania’ Railroad 
Company recently issued “rights” giv- 
ing stock holders the privilege of sub- 
scribing for new stock at $50 per share 
in the ratio of one share of the new for 
eight shares of the old. Compute the 
mathematical value of the “right” at- 
taching to each share of the old stock 
when the old stock is selling at 75 
“rights-on.” 

(b) In what respect is a dividend paid 
by a life insurance company similar to 
or different from one paid by an in- 
dustrial corporation? Explain. 

_4. (a) Distinguish between the func- 
tions of commercial and non-commer- 
cial banking institutions. 

(b) How will the differences be re- 
flected in the investment portfolios of 
these various banks? 

5. What are the objects of the fed- 
eral reserve system? What are the 
rights and obligations of member banks 
of the federal reserve system? 

6. Show clearly the effect which each 
of the following will tend to exert upon 
the price of a particular bond: (a) A 
rise in the level of commodity prices. 
(b) A decline in interest rates. (c) A 
convertible feature. (d) A callable fea- 
ture. 

AS Enumerate and explain briefly each 
of the main influences tending to af- 
fect the prices of common stocks. 

8. It has been urged within the past 
year that state laws should be modi- 
hed to permit life insurance companies 
to invest their funds in common stocks 

American corporations. Set forth 
the arguments for and against such a 
Proposal as you see them. 

9-10. Johnson, a physician, now 35 
years of age, wants to accumulate $100,- 
000 by the time he is 65. He plans to 
do so by the purchase over a period of 
years of gilt-edge bonds, but in order 
to be sure that this amount will be 
guaranteed to his family, expects to 
carry sufficient decreasing term insur- 
ance to equal the difference between 
his bond account and the sum he has 
set out to accumulate. A friend argues 
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that he might just as well carry a 30 
year endowment insurance policy. 

(a) Set forth clearly each of the prin- 
ciples of sound investment by which an 
investment program for an individual 
should be tested, and compare these 
two programs from such standpoints. 

(b) List and explain briefly all the 
other reasons which, in your judgment, 
could be urged in favor of 30 year en- 
dowment insurance. 


Advises Getting 
“Hot” Prospects 


(CONTINUED FROM PAGE 6) 


entiates us from other agents from 
whom he has bought insurance? 

“They have all procured him a policy? 
Have we done more than that? Do our 
sales method, presentation, ideas and 
service rendered after sale stamp us as 
worth while and therefore warrant his 
interest and help? Answer these ques- 
tions justly and see if we have the right 
to expect prospects. 

“We cannot, surely, if our thought 
has been only on selling a policy. But 
if we brought him real service—perhaps 
brought to his attention phases of his 
own estate problems that he had over- 
looked, and showed him how other peo- 
ple in similar situations worked out a 
solution, we have his enthusiastic co- 
operation. This has to be done with 
a real mind to service, a mind free of 
the desire merely to sell a policy. Then 
even though no policy is sold, we have 
uncovered a mine of prospects—real, 
hot prospects.’ 





Form Institute 
of Estate Study 


(CONTINUED FROM PAGE 3) 


cussion clubs which later may be formed 
will be strict. The requirement of Na- 
tional association membership will be 
iron-clad. Equally strict is the proposed 
rule that no clubs shall be admitted until 
they have operated for a minimum time 
and have had opportunity to prove their 
ability to stand on their own feet in the 
matter of attendance, character of dis- 
cussions, seriousness, etc. 

According to Mr. Powers, the thought 
is that the institute will prepare sets of 
20 problems for a year’s work of all 
chapters. A standard answer, or rec- 
ommendation, will be prepared for each 
problem by a committee consisting of 
one life insurance man well versed in 
the practical side of estate planning, 
an attorney skilled in probate proced- 
ure, an experienced trust officer and a 
tax specialist. This will develop a de- 
finite technique and will constitute a 
guide in grading members. 

An important feature of the institute 
work will be its certification of all mem- 
bers who qualify to handle estate mat- 
ters in a professional manner. This 
degree will serve as a halfway step be- 
tween the certificates of life trust in- 
stitutes of local life associations and the 
C. L. U. degree of the American Col- 
lege of Life Underwriters. Emphasis 
will be placed on the fact that the in- 
stitute work leads directly toward the 

L. U. degree. 

Herbert L. Moulton is secretary of 
the Chicago club. Among those active 
are W. F. Dineen, T. C. Rice-Wray, 
Paul W. Cook, Harry W. Anderson, 
Earle L. Harrah, John R. Hastie, 
Harper Moulton, Otto E. Seiler, Charles 
Wible, Charles P. Blachly, Donald J. 
Cranston, A. A. DeLapp, A. W. Friskey, 
Jr., Ed. E. Hawks, Jr., David A. Hill, 
Frank Hughes, Alanson S. Ingersoll, 
Samuel Lustgarten, Robert B. Marsh, 
Stewart D. Marquis, W. C. Miller, Earl 
R. Reynolds, Robert M. Rickey, Frank 
O. Southbrook, Chester C. Whitehill, 
Richard Steele and Beverly Tower. 

R. E. Cameron of the Prudential is 
chairman of the second club and John 
Berryhill, New York Life, is secretary. 
Mr. Powers met with this club to ex- 
plain the institute plan and received en- 








thusiastic response. 


WE SHOT SOME ARROWS 
INTO THE AIR 


. . . But that’s as far as our analogy 
follows the Longfellow poem. For 
those arrows were messages directed 
from the Home Office to Union Cen- 
tral policyholders who had lapsed 
their policies during 1929. 


WE FOUND OUR ARROWS 
EVERYWHERE 


From Maine to California, the 
lapsers replied—persons who lived in 
places too remote to permit personal 
interviews, or whom Agents had been 
too busy to see. 


Forty-two percent of them answered 
with premium settlement in some 
form. Think of it—42 percent of all 
policies referred to the Home Office 
for cancellation were reinstated. 
Thousands of dollars in renewal com- 
missions were salvaged for the Agents 
of the Union Central through Home 
Office cooperation. 


This is only one of the unusual 
helps which the Company extends to 
its representatives. 


The Union Central 
Life Insurance Company 


of Cincinnati 


More Than 1,600 Millions in Force 
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Preliminary Training for Life Salesman 


Wuat is the best previous training 
successful life insurance sales- 
man? This question is well answered 
by an analysis of the personal history 
records of the leading producers of the 
companies, as shown in thé 
“All-Star Convention Number” of the 
“Insurance Salesman,” published this 
month. Personal history reports were 
secured from about 90 of the leaders for 
1929 of their respective companies. Un- 
der the “Previous Business 
Experience,” of those who reported 
under this item, there were the follow- 
ing classifications: Three had _ been 
shoe salesmen or shoe merchants; 13 
reported simply as salesmen; one had 
been a clergyman, one a broker of food 
one an abstractor and tax as- 
five 


for a 


various 


heading 


products, 


sessor, one a post office employe, 


Life Business 


Tue statement is frequently made that 
business conditions are always favorable 
for life insurance. 

When this statement can be made re- 
garding a business it may be taken for 
granted that it is a good business to be in. 

The statement might also be made re- 
garding the Forp Moror Company because 
when general business conditions are good 
many Fords are sold and when business 
conditions are bad many more Fords are 
sold in proportion than any other car. 

The same might be said regarding Ivory 
soap; when times are hard people find that 
they can do without the finer or more ex- 
pensive soaps and “Ivory” gets the benefit. 

In fact in nearly every business there 
will be one or more concerns whose oppor- 
tunities in business are just as great in 
poor as in hard times. 

If business conditions are always favor- 
able for life insurance there must be a 
good, solid reason. What is it? 

While life insurance is a form of thrift, 
one could hardly say that conditions are 
always safe for saving banks, for instance, 
or building and loan associations. Savings 
banks and building and loan associations 
are a form of thrift, but with no definite, 
deep-seated purpose to be accomplished in 
Life insurance is thrift plus this 

And that purpose is one of the 


mind. 
purpose. 


greatest which animates the human soul: 


had been in the general insurance busi- 
six in bonds, investments or bank- 
four had been manufacturers, one 
eight in some kind of mer- 
chandising, two farmers, three in real 
estate, one a newspaper editor, one 
cashier of a telephone company; three 
in the grocery business, two in the 
advertising business, one a cabinet 
maker; nine teachers, two army officers, 
one in the hardware business, one fore- 
man, one railroad telegrapher, one pro- 
fessional baseball player; one division 
manager American Tobacco Company, 
one traffic manager, two sales man- 
agers, one auctioneer, one in mining, 
two engineers, one accountant, one 
loom fixer and one in the automobile 
business. This successful sales- 
men come from all walks of life. 


Always Good 


the 


ness, 
ing, 
a dentist, 


shows 


instinct to defeat death, partially at 
least. Both through heredity and environ- 
ment we instinctively seek any form of 
self preservation and knowing that we can- 
not defeat death itself we do the next best 
thing and seek to perpetuate and preserve 
the things for which we have stood in life. 
We pick out the one greatest danger to all 
that we have done and stood for in life and 
concentrate on it. Life insurance is thrift 
with a definite purpose and that purpose 
the one that we concede to be of the most 
permanent and lasting importance. 

Under hard business conditions the 
dangers to our families and dependents 
which in times of prosperity seem far 
away are brought nearer home and we are 
more willing to sign now on the dotted line 
even though it may mean extra present 
hardship. Procrastination in taking life 
insurance may be made to appear almost 
a sin when the danger to our own economic 
security is applied to those we love best. 
The life insurance man in hard times is 
equipped with a set of arguments almost as 
potent as when he approaches a man who 
has just made a strike on the stock ex- 
change and solicits him to put some of it 
away for a rainy day. 

The life insurance man can and should 
write just as much business when times 
are hard as when business conditions are 
favorable. 














PERSONAL SIDE OF BUSINESS 














Julian Price of Greensboro, N. C., 
president of the Jefferson Standard 
Life of that city, takes his place once 
more on the roll of newspaper pro- 
prietors with purchase of the Greens- 
boro “Record.” Mr. Price formerly 
owned the “Record.” 


Albert Dreyfoos, 70, representative 
of the Union Central Life and for 30 
years an insurance man in Omaha, col- 
lapsed Sunday evening in the lobby of 
the Omaha Athletic Club and died be- 
fore aid could reach him. 

A portrait of Arthur F, Hall, presi- 
dent of the Lincoln National Life, by 
Miss Carol Aus, has been hung in the 
directors’ room at the home office. The 


portrait has been widely admired by 
those who know Mr. Hall best. The 
artist was born in Norway. Her first 


portrait work was done in water colors 
on ivory. She painted at that time the 
family of Senator Clark of Montana 
and a miniature of Crown Prince Olaf 
for the Queen of Norway. After paint- 
ing miniatures for three years she spent 
three years in Europe studying. Upon 
her return she worked principally in 
pastel and oil. Miss Aus has also 
painted portraits of Samuel Foster, 
chairman of the board of the Lincoln 
National, and of Mrs. Foster. The por- 
trait of Mr. Foster will be hung in the 
directors’ room of the Lincoln National. 


M. A. Simpson, manager of the Rock 
City district of the Metropolitan Life, 
was the honor guest at a dinner at 
Nashville, Tenn., in celebration of 35 
years’ service in the insurance field. K. 
C. Ringer, superintendent of agencies 
for the southwest, and about 120 other 
guests were present. 

Roy L. Davis of Durham & Co., 
Chicago general agents of the Central 
Life of Iowa, who is a civic leader in 
Evanston, Ill., where he resides, is gen- 
eral chairman of the Fourth of July 
celebration ceremonies in his ward. This 
organization each year conducts an all- 
day celebration including a mammoth 
parade and in the evening sponsors an 
extensive fireworks display in North- 
western University stadium. Mr. Davis 
is one of thé leaders in the Chicago Life 
Underwriters Association and last sea- 
son conducted the Life Trust Institute. 


Henry F. Fehlandt, Milwaukee, spe- 
cial agent for the Northwestern Mutual 
Life, and Mrs. Fehlandt have sailed to 
make a motor tour of Europe. 

Walter A. Perkins of Kenosha, Wis., 
a member of the famous Byrd Antarctic 
expedition, is affiliated with the Mil- 
waukee office of the New York Life. 
While it may be a far cry from being a 
representative of an insurance company 
to training huskies for polar explora- 
tion, all reports aver that Mr. Perkins 
did an excellent job. 


An American family meeting of un- 
usual interest to American life insur- 
ance occurred in Paris last week when 
President Gerard §S. Nollen of the 
Bankers Life of Iowa, and his family 
met Mr. Nollen’s two sisters, Sara and 
Hanna Nollen, who have been teaching 
for two years at a college in the Near 
East. Mr. Nollen and this family will 
tour the continent and the British Isles 
with Mr. Nollen’s sisters. 


Marking the completion of 25 years 


of service with the Prudential, Arthur 
Devine was guest of honor at a dinner 


at St. Paul June 21. In attendance 
from the home office were Second 
Vice-president John P. Mackin, B. H. 


Harris, assistant secretary, and Fred- 
erick H. Schulze, division manager. 
Mr. Devine entered the service of the 


and is now division superintendent at 
St. Paul. 


Dan G. Gothard, district agent of the 
Northwestern Mutual Life at Fort 
Smith, Ark., who had represented that 
company for about 20 years, and also 
representative of the Continental Cas- 
ualty and Missouri State Life, was found 
murdered in a lonely creek near Cam- 
eron, Okla. He had set out in his car 
the day before to obtain a life examina- 
tion and execute insurance papers. (Mfr. 
Gothard was affectionately known by 
everyone in the region as “Honest Dan” 
because of his exemplary habits and 
high standing in the community. 


Mr. and Mrs. J. H. Torrance of Kan- 
sas City celebrated their 25th annivers- 


ary of married life last week. Mr, 
Torrance is vice-president of the Busi 
ness Men’s Assurance. They were 


“called on the carpet” by President W, 
T. Grant and presented a pair of elab- 
orate silver candlesticks on behalf of the 
executive staff and several of Mr. Tor- 
rance’s immediate associates. 


L. E. Zacher, president of the Tray- 
elers, and C. D. Rarey, comptroller, were 
in Kansas City last week on a “get- 
acquainted” trip. 

W. C. Cartinhour, vice-president and 
secretary of the Provident Life & Acci- 
dent, celebrated his 20th anniversary 
with the company June 20. 


Mrs. Gertrude Bassford, wife oi 
John A. Bassford, Grand Rapids gen- 
eral agent of the Aetna Life, was killed 
in an automobile accident Monday. She 
reached for her hat and lost control 
of the car and went into the ditch while 
she was driving on the highway near 
Vriesland, Mich., east of Holland. The 
car burned and her body was charred 
besides her skull being fractured. Mfrs. 
Bassford was socially prominent and an 








company as a clerk at Racine, Wis., 





ardent charity worker. 


A feature of the Minneapolis wed- 
ding season was the marriage of Miss 
Eleanor D. Cook and Horace B. At- 
water of Evanston, Ill. Mrs. Atwater 
is a daughter of Dr. Henry W. Cook, 
vice-president and medical _ director 
Northwestern National Life. 


Dr. James P. Hutchinson, medical 
director of the Penn Mutual Life, who 
retires from office, went with the com- 
pany Jan. 5, 1898, as medical examiner. 
He was appointed assistant medical di- 
rector, June 8, 1910. He was made 
medical director July 10 of last year. 
With the coming of Vice-President 
Westfall to the Penn Mutual he will 
take over the responsibility which Dr. 
Hutchinson had carried for some time 
as Dr. Westfall heads the entire under- 
writing department. 

B. C. Sasse, manager of the Union 
Central agency at Corpus Christi, Tex., 
suffered a stroke of paralysis and his 
condition is declared to be critical. 


E. Lee Trinkle, executive vice-| 
dent of the Shenandoah Life, spoke at 
the annual meeting of the Virginia As- 
sociation of Insurance Agents last 
week. He said the time has come in the 
insurance world when ignorance must 
be banished. He urged the agents to 
read all insurance papers that come to 
their desks and equip themselves to be- 
come insurance advisors. 


John F. Habbe, for the last 40 years 
almost continuously representing the 
Massachusetts Mutual Life in Indiana, 
died recently after a few hours’ illness. 
He became general agent of the Massa- 
chusetts Mutual in 1889, continuing ™ 
that position until 1912 when he went 
with the State Mutual Life for four 
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From the design of Raymond Hood, 
New York Member of the Chicago 
World’s Fair architectural commis- 
sion, Hugh Ferris, famous New York 
artist, gives us this pictorial rep- 
resentation of the type of the 
proposed exhibition groups to be 
located on the northerly island. 
This scene is a night time one, 
depicting a scientific lighting spec- 
tacle in the gardens adjoining the 
entrance ofthis group. » » » 


In the background the buildings 
that house the indoor exhibits take 
on the forms of terraces and great 
fluted columns. » 


Spectacle 


Glittering . . . dazzling. . . a city transformed into a 
fairyland of brilliance . . . Chicago in 1933 . . . a city 
of splendor . . . engineers and architects . . . artists 
and artisans . . . combined energies directed toward 
a definite goal . . . Chicago's second World's Fair. . . 
the nations of the world will be the welcome guests of 
a great city . . . a great city in her party dress... 
Chicago promises in her enthusiasm .. . and her prom- 
ises are being backed with good old-fashioned hard work. 


1933, in addition to being the 40th anniversary 
of the first Chicago World’s Fair, will mark the 
40th year of service of the Illinois Life, the first 
legal reserve life insurance company, now active, 
to be chartered by the state of Illinois. A strong 
progressive company, proud of its growth and 
proud of its city. » » » » » » » 


ILLINOIS LIFE INSURANCE CO. 


ILLINOIS LIFE BUILDING CHICAGO 1212 LAKE SHORE DRIVE 


Raymond W. Stevens, President ‘ 
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AMERICAN BANKERS 
INSURANCE COMPANY 


Executive Office 
Jacksonville, Illinois 


GENERAL agency opportuni- 
ties for the right men in Michi- 
gan, Ohio, Indiana and Ken- 
tucky. 


We offer a complete line of 
human being coverage. 


We write life — ordinary, 
monthly, weekly; also accident 
and health—commercial, monthly 
premium, weekly premium, auto 
travel, group accident. 


Address communications to 


R. Y. ROWE, Supt. of Agencies 
Chicago 
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Chicago Home Office Building 




















years and then returned to the Massa- 
chusetts Mutual as a special represen- 
tative. A son, Richard H. Habbe, is a 
producer in the Indianapolis office of 
the Massachusetts Mutual. 


Peyton H. Hoge, Jr., state manager 


in Kentucky for the Prudential, was 
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he had been cleaning. The shot from 
a .45 caliber gun struck him a glancing 
blow on the forehead, causing a de- 
pressed fracture of the skull, but diq 
not penetrate. He lost much biood but 
did not lose consciousness and is fully 
expected to recover. Mr. Hoge is a 
veteran of the world war and at on 
time was national vice-commander 
the American Legion, 
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ZITZMANN CHICAGO MANAGER 


Man of 36, With 22 Years’ Life Insur- 
ance Experience Takes Charge 
of Large Office 


Martin A. Zitzmann, chief assistant 
to Manager E. B. Thurman of the Mis- 
souri State Life in Chicago, has been 
appointed manager of that office upon 
Mr. Thurman’s resignation to become 
the third general agent of the New Eng- 
land Mutual in that city. Mr. Zitzmann 
has been with the Missouri State nine 
years. Although he is only 36 he has 
had 22 years’ experience in the busi- 
ness, starting as office boy for Colonel 
Strong, veteran general agent of the 
John Hancock Mutual in Chicago. 

Mr. Zitzmann worked up to cashier 
and then assistant to the general agent. 
He ‘has been a personal producer about 
13 years and in recent years has been 
averaging about $750,000 paid a year. 
All of his life insurance experience has 
been with the two companies. 


Rolf T. Nixon 


Nixon, formerly sales man- 
ager for the William A. Twohy Com- 
pany, Spokane, Wash., has been ap- 
pointed general agent of the United 
Pacific Life for Spokane county, with 
offices in the Paulsen building. _ Lori- 
mer W. Linder will continue as agency 
supervisor for the United Pacific Life 
with headquarters in Spokane. 


Rolf T. 


Claude R. Fuquay 


Claude R. Fuquay has_ succeeded 
Peter P. Hoefgen as general agent of 
the Franklin Life at San Antonio, Tex., 
with offices in the Gibbs building. Mr. 
Fuquay has been associated with the 
agency for the past 16 years, the past 
two years as associate general agent. 
Mr. Hoefgen broke down in_ health 
about a year ago and is now retired as 
totally and permanently disabled. 


A. M, Gooch 


A. M. Gooch has been appointed 
agency manager for the state of Okla- 
homa by the Oklahoma Life. It was im- 
possible to secure additional office 
space in the Perrine building, Oklahoma 
City, where the home office of the com- 
pany is located, so an outside office was 
taken at 1001 Petroleum building. J. 
C. Smith, vice-president, is the agency 
director. 


G. R. Craft 


G. R. Craft, manager of the Cleve- 
land agency of the Bankers Life for 18 
years, has resigned and will retire from 
active business July 1. Just prior to his 
resignation Mr. Craft visited the home 
office and was appointed associate man- 
ager, in case he wished to continue in 
business. Prior to going to Cleveland 
18 years ago Mr. Craft was connected 
with the Chicago office for six years. 
He will continue to make his home in 
Cleveland and will spend the winters in 
Florida. 


John R. Northeutt, formerly with the 
Penn Mutual in Atlanta, has been ap- 


pointed agency supervisor there for the 


New England Mutual, of which Maj. 
R. J. Guinn is general agent. 

After two years’ experience as agent 
in Atlanta for the Pilot Life, Reg Reob- 


inson has been made general agent there 
with offices in the Forsyth building. 


' have 





BENSON APPOINTED MANAGER 


Assistant at Wichita for the Union 
Central Is Promoted to Kan- 
sas City Office 


Judd C. Benson, who for 18 months 
has been assistant manager of the Kan- 
sas agency of the Union Central Life 
at Wichita has been appointed man- 
ager at Kansas City, Mo. He is 30 
years old and is one of the youngest 
managers in the organization. He is a 
Kansas product, having been born and 
reared on a farm near Wakeeney. He 
attended the University of Kansas, 
graduating in 1922. He then taught 
school. He became a life agent at 
Hutchinson, Kan. During his five 
years there he developed into a $500,000 


producer. In January of last year Mr. 
Benson became connected with the 
Wichita agency of the Union Central as 
assistant manager. Mr. Benson was 


given a farewell by the Wichita agency 
at a picnic. Members of the Kansas 
City agency were invited by Manager 
QO. J. Fisher to attend. New offices 
have been engaged for the Kansas City 
agency in the Dwight building. 





Life Agency Notes | 








E. W. Amos has been appointed mana- 


ger of the brokerage department of t 
Lincoln National Life in San Francis 
Mr. Amos recently resigned as manag 


of the Jefferson Standard Life. 
* * 

The Pan-American Life has appointed 
the following district managers: Dorris 
A. Musick, Huntington, W. Va.; J. RR 
Harper, Jr., Nashville; A. H. Fleming 
Selma, Ala.; E. E. Van Natta, Seda 
Mo., and Mason D. Field, Minneapolis 

* * 

The First National Life has ap- 
pointed Thomas J. Grayson and Mark 
L. Miller of Biloxi, Miss., as state agents 
for Mississippi with headquarters t 
Jackson. Heretofore Mississippi agent 
dealt direct with the home office 

* * * 

J. 1. Goyer and M, F. Barker have b« 
appointed managers of the Volunt« 
State Life at Florence, Ala., to deve 
the northern section of the state. 3 
Goyer has been engaged in life ins: 
ance work for a number of years. M 
Barker has also been a successful 
insurance salesman He has 
eral agent of the Home Life. 

* * * 

Leon G. Myers of Clinton, IIl., has be 
appointed district manager of the Ba 
ers Life of Nebraska in north 
Illinois. He has had a number of yé 
experience in life insurance. 

* * * 

Cc. L. Kenagy, for the past four ye 
pastor of the First Baptist Church 
Waterloo, Ia., and a brother of H 
Kenagy of the Life Insurance Sales 
search Bureau, has joined the age! 
force of the Kansas City Life. Mr. K 
nagy will work out of the home of! 
agency. 


been ge 


cent 


*k «x x 

James B. Kennedy has been appoi 
general agent for the Maryland Lif« 
Erie, Pa He was formerly with 
John Hancock Mutual. 

* * * 

W. 0. Hulsey, for nearly 20 years © 
the Illinois Bankers Life Association 
Oklahoma, has signed a contract as eg 
eral agent with the successor comp 
in that state. Largely through his 
forts more than $8,000,000 insurance 
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SPIRIT 
OF 
PROGRESS 


Characterized in 


BANKERS 
NATIONAL 


YOUNG IN 
YEARS 


but 


OLD IN 
EXPERIENCE 


A Company that 


OFFERS 
OPPORTUNITIES 


To the successful pro- 
ducer who wants an 
opportunity to build 
his own agency. 


Write to 


BANKERS NATIONAL 
LIFE INSURANCE C0. 


Jersey City, N. J. 


R. R. Lounsbury 
President 


Vice - Pres. and Supt. of Agencies 











now in force for the company in Okla- 
homa. 
* x * 

The All-States Life of Montgomery 
Ala., has appointed James M. Stone gen- 
eral agent at Oxford, Miss., and J. lL. 
Denson, general agent at Hattiesburg, 
Miss. 





Central Western 
State News 

















TO INCORPORATE IN INDIANA 





Executive Committee of Federation 
Authorizes Action at Meeting in 
Indianapolis 





At the meeting of the executive com- 
mittee of the Insurance Federation of 
Indiana in Indianapolis last Friday, in- 
corporation of the federation was au- 
thorized. The constitution and by-laws 
will not be materially changed, but some 
technical changes will be necessary to 
conform with legal requirements. As 
to policy of operation, it was the unani- 
mous opinion of those present that 
membership be built up more along the 
lines implied in the name than has been 
done in the past. On this point, Presi- 
dent James A. Bawden of the Indiana 
Federation says: “We shall seek to in- 
terest in joining the federation more 
insurance organizations in their en- 
tirety, thereby largely increasing our 
total membership. Of course, individ- 
ual memberships will still be sought 
and welcomed but, by interesting and 
securing the affiliation of insurance or- 
ganizations as such, we shall largely in- 
crease our potential influence. We have 
plans to accomplish this which we be- 
lieve will accomplish our purpose.” 





Steffelin Agency Booming 

The E. H. Steffelin general agency 
of the Illinois Life in Chicago has writ- 
ten $1,867,000 of business this year up 
to the middle of June, although start- 
ing from scratch with that company 
early in the year. Mr. Steffelin, who 
now is sales director as well as general 
agent, for the Illinois Life and who for- 
merly was a million dollar producer for 
the National Life, U. S. A., personally 
has written $736,000 of this total. Mr. 
Steffelin has approximately $250,000 in 
the mill and is consistently writing large 
units. The Steffelin agency is installing 
its novel life-trust plan in the Mid-City 
Bank of Gary, Ind. The agency had 
written $297,000 the first 12 days of 
June. 





Pension Plan in Michigan 


Consideration by the 1931 Michigan 
legislature of an old age pension plan 
was assured when, at the request of a 
delegation representing the Fraternal 
Order of Eagles, Governor Green agreed 
to appoint a special commission to study 
the plan and recommend a model act to 
the lawmakers. It is understood that a 
pension of approximately $1 a day for 
persons qualifying under the act would 
be sought. 


Griggs to Draft Code 


The Ohio State Bar Association has 
turned over to E, M. Griggs of Chicago, 
assistant general counsel of the National 
Board of Fire Underwriters, the task of 
drafting the insurance code proposal to 
be submitted to the meeting of the asso- 
ciation at Cedar Point, July 8-10. Mr. 
Griggs has attended all the hearings 
and has a fine grasp of the subject. If 
the Ohio State Bar Association approves 
the draft then it will be presented to 
the legislature at the 1931 session for 
consideration. 





Compiles Ohio Insurance Laws 


Superintendent C. S. Younger has just 
completed a compilation of the insur- 
ance laws of Ohio. The work is very 
comprehensive, embracing all the insur- 

















Avourdéwice 


a fully equipped modern agency whose man- 
agement understands agents’ problems. 

a beautiful agency home unsurpassed any- 
where. 

a sound company of strong financial backing 
with over $1 ,600,000,000.00 insurance in force. 
a completely equipped agency medical de- 
partment. 

the entire facilities of the successful Darby 
A. Day plan of productive and remunerative 
life underwriting. 


an unusual direct mail prospect campaign. 


a friendly atmosphere of cooperation among 
* successful underwriters. 


I Oo bh WN 


Our services enable you to leave the ‘‘average’”’ group 
of life underwriters. 


Darby A. Day Agency 


The Union Central Life Insurance Co. 
23rd Floor, Bankers Bldg. State 5200 


CHICAGO, ILLINOIS 











SERVICE LIFE 
INSURANCE COMPANY 


Exceedingly liberal contracts are 
offered to reputable and responsi- 
ble agents. An unusual agency | 
proposition is extended in districts 
where the company is not now rep- | 
resented. 

For information write 

B. R. BAYS, President 

JOHN L. OESCHGER, Secretary-Treasurer 


Home Office 


Lincoln, Nebraska 
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THE ONE 
SURE 
WAY 

TO 

HOLD 

CLIENTS 


MONARCH 
WALLETS 


T yes good will you create in the mind of 
your 


















\ client by the presentation of a 
MONARCH WALLET is the one sure way 
of holding him. Not only do you hold him, but 
you are on the inside track to more business 
when he is ready to place it. He will think of 
you because you thought of him; he will send 
for you because you have let him know you 
consider his business worthwhile. Say what 
you want to about service and other things; 
when you get down to brass tacks you'll admit 
that good will results in a lot of business, and 
for the best kind of good will nothing is better 
than a MONARCH WALLET presented with 
your compliments. If you doubt it, write us 
today for particulars and prices. 


The HAGERSTOWN LEATHER CO.,/nc. 
Hagerstown, Maryland. 








Your clients’ names 
and your name can be 
gold stamped on each 
wallet at a nominal 
cost. This makes every 
wallet a friendly link 
between you and your 
clients. Can you afford 
to pass up any oppor- 
tunity for increasing 
your business? 
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i bea new family income policy (originated by 
the Continental American Life) is now being 
written by agents of 





Insurance Company 
MADISON, WISCONSIN 


The cost of protecting the family and provid- 
ing an ample income is so tremendously reduced 
by this plan, that when it becomes fully known to 
the insuring public it will be difficult to interest 
the head of a growing family in any other form 
of policy. 


WISCONSIN 
MINNESOTA 
IOWA 


for Agency opportunities 
address the Home Office 
at Madison, Wisconsin. 





























transact business in Ohio will reccive 
one copy free. It has been the custom 
heretofore to make a charge for the 
books, but Judge Younger contends that, 
in view of the vast sum of money paid 
into the Ohio treasury by insurance 
companies, each company should receive 
one copy without cost. 


ance laws of the state, including those 
passed at the last session of the legis- 
lature. The volume covers every phase 
of insurance legislation and has re- 
quired much time and effort. 

Judge Younger announces that ar- 
rangements have been made by which 
every insurance company licensed to 


| IN THE MISSOURI VALLEY | 























CONCEALMENT VOIDS POLICY | cialists in all lines of the business ap- 
| pear on the speaking program will be 
followed. 





Failure to Report History of Disease 
justifies Cancellation, Federal 
Court in Kansas Holds 





Insurance Men on Civic Committee 


The committee on Kansas City’s ten- 
year plan for civic improvement has 
in its membership a number of insur- 
ance men, including Bruce Dodson, 
Frank Gentry of Mill, Gentry & Mill, 
W. T. Grant, president of the Business 
Men’s Assurance; Mrs. Katherine Hal- 
terman, secretary of the Pyramid Life; 
A. W. Hogue, vice-president of the B. 
M. A.; R. Bryson Jones of R. B. Jones 
& Sons, Joseph J. McGee of McGee & 
Sons, George Oppenheimer of Oppen- 
heimer Brothers, Charles A. Ricker, 
Fred C. Sharon, Lyle A. Stephenson, 
Miss Violet Thompson, chief underwrit- 





Concealment of medical history by in- 
sured has resulted in an order of the 
federal district court in Kansas to can- | 
cel a life policy in the equity suit of | 
Hurst vs. New York Life. The assignee | 
contended the Kansas misrepresenta- | 
tion statute applied. This law provides | 
that no misrepresentation made in pro- 
curing life insurance shall be deemed 
material or shall render the policy void 
unless the matter misrepresented ac- 
tually contributes to the contingency or | 
event on which the policy becomes pay- | 
able. In this case the insured died from | er for the Aetna Life and affiliated com- 
a blood clot on the brain. The infor. | panies, and Charles Williams of the 
mation concealed was that of treatment | Charles Williams agency. 
for another disease. The court held 
that the company was entitled to full | 
disclosure of state of health, particularly | 
on the question whether the applicant| The total new life business in North 
had consulted a physician between the | Dakota last year amounted to $45,162- 
time of the application and delivery of | 868 with $36,602,075 terminated, leaving 
policy. The insured had consulted a| $284,173,365 in force. Premiums re+ 
physician for a serious illness in that | ceived were $8,469,062. Those com- 
period. | panies writing over $1,000,000 in the 
state were the Aetna Life, $1,198,980; 
Equitable Life of New York, $2,749,- 
771; Great West Life, $3,094,605; Guar- 
dian Life, $1,148,628; Lincoln National, 
$2,330,518; Minnesota Mutual, $2,193,- 
121; Mutual Life of New York, $1,- 
766,663; New York Life, $4,735,732; 
Northwestern National Life, $5,090,223; 
Provident Life, of North Dakota, $2,- 
785,170; Travelers, $1,885,882. 





North Dakota Life Business 


NEBRASKA INSURANCE DAY 
SET FOR OCT. 10 IN OMAHA 





LINCOLN, NEB., June 26.—Chair- 
man Maurice A. Hyde, who as head of 
the insurance subdivision of the Lincoln 
chamber of commerce, staged two suc- 
cessive and successful observances of 
Nebraska Insurance Day the last two 
years, announces that on the insistence 
of Omaha insurance men, who believe 
that interest in the event can be better 
maintained if the convention is alter- 
nated between the two cities, the cele- 





Another Hobbs in Field 
TOPEKA, KAN., June 26—E. O 
Hobbs, a new entrant in the race for the 
Republican nomination for Kansas in- 


bration will be held there this year.| surance commissioner, is expected to 
Frank T. B. Martin, president of the} cause some difficulty for Commissioner 
Insurance Federation of America, has| Charles F. Hobbs, who is seeking re- 


been made general chairman, and the 
date has been fixed for Oct. 10. The 
Omaha insurance interests have loyally 
supported the movement, and in return 
Lincoln will send a big delegation. The 
general plan of having outstanding spe- 


election. It is thought that the confu- 
sion in names may result in a loss of 
votes for the present incumbent. J. J. 
Banks, Atchison, and N. E. Snyder, 
Kansas City, are also seeking the nom- 
ination. 

















IN THE SOUTH AND SOUTHWEST 


NOTES FROM SOUTHERN FIELD 














agency with $280,000 for the current 
year. This is quite a feat since Mr. 
Gershon has been in the business just 
a little over one year. However, he has 
had the benefit of the Penn Mutual 
training system. D. W. Clanton who 
has been in the business but three 
months, ranks fifth in the United States 
in prepayments. Mr. Hale, who has 
been in charge of the Atlanta branch 
but one year, attributes the good show- 
ing of his agency to the better selling 
methods and intensive cultivation by 
each man of his particular market. 
e+, 

Tully Blair, agency director of Pilot 

Life, put up a desperate battle for the 





W. Stanton Hale, General Agent at 
Atlanta, Reports the Largest Month 
in His History 





The W. Stanton Hale agency of the 
Penn Mutual in Atlanta had the biggest 
month in history of the 30-year-old 
agency, paying for $600,000 in May. 
The agency reports an increase of 15 
percent in business for the year over 
1929, the largest in the history to date. 
June is being devoted to “Recruiting 
Month.” Twelve new agents have been 
appointed so far and have produced 26 | 
“apps.” The new men average two 
weeks in the life business. L. M. Bar-| southern amateur golf title and did not 
geron, district agent at Savannah, has| succumb until the final round. Mr. 
just returned from the agency build-| Blair successfully defeated all of his 
ing school held the first three weeks of opponents until he met R. E. Spicer of 
June at the home office. Mr. Hale an-| Memphis. Mr. Blair put up a ugh 
nounces the appointment of another | fight but was eliminated 5 up with four 
supervisor in the Atlanta territory, Don- | to go on the final round. Johnny Pach- 
ald Linville, who will assist Hurd J.| man, underwriter for Jefferson 5tan- 
Crain, appointed last August. | dard Life, was eliminated on the first 

Harry M. Gershon is leading the! round in one of the biggest upsets 2 
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the tournament. The matches were 
eld at Sedgefield, home of the Pilot 
L ife. 


Virginia Field Club Elects 
C. E. Lindsay, district manager at 
Charlottesville, is the new president of 
the Virginia Field Club of the Mutual 
Life of New York. Vice-presidents are 
v. H. Beales, Boydton; J. R. C. 
Stephens, Farnham; G. T. King, Krank- 
lin; W. L. Rice, Lynchburg; J. A. Gor- 
ion, Newport News; G. C, Outland, 
Norfolk; R. E. Harrison, Richmond; S 
S. Guerrant, Jr, Roanoke. John 
Stevenson, Richmond, was elected sec- 
retary-treasurer. 

S. B. Love, manager of the Richmond 
was toastmaster at the banquet. 
Wilson, formerly agency or- 
ganizer for the Richmond agency, re- 
cently made manager for the Mutual 
Life at Wheeling, W. Va., attended the 
convention and was presented a hand- 
some desk set. 


agency, 


Eldon D. 


South Georgia Agents Meet 


The annual meeting of the south 
Georgia branch of the Mutual Life of 
New York was held June 23 at Sa- 
vannah Beach. C. F. Moses of Sa- 
vannah made arrangements for the en- 
tertainment of between 40 and 50 


visitors Sunday and Monday. A gen- 
eral conference was held Monday 
morning, with election of officers and a 
banquet at night. 


Adams in Charge of Texas 


R. M. Adams has been 
superintendent of agencies of the Vol- 
unteer State Life for Texas. He will 
have his headquarters with the newly 
created Shedd Agency of the Volun- 
teer State at 511-12 Santa Fe building, 
Dallas. Mr. Adams thas been superin- 


appointed 


tendent of 





LIFE 


agents for the Jefferson 
Standard Life in the southwestern 


states. 


Cover Louisiana Farmers 


A group insurance policy on the Lou- 
isiana Farm Bureau Federation has been 


written by Protective Life of Birming- 
ham. The policy is similar to one re- 
cently written on the Alabama Farm 


Bureau except that the double income 
feature was introduced and found to be 
popular among the farmers. 


No Law on Grace Period 


There is no Florida statute fixing any 
period of grace for payment of life in- 
surance premiums, according to Fred H 
Davis, attorney general of Florida. Life 
insurance policies carry a period of 
grace during which the policy is kept in 
force, but this is confined to the contract 
or policy and there is no law giving in- 
sured persons any time for payment 
other than is fixed in the policy. 





Establishes Industrial Department 


The Liberty National Life of Bir- 
mingham, Ala., has established an in- 
dustrial department following the rein- 
surance of the industrial business of the 
defunct Citizens Life of Huntsville. 
Lewis W. Smith has been placed in 
charge of the new department. 


Go to Convention by Boat 


Georgia agents who qualified for the 
Mutual Benefit Life convention added 
a little extra entertainment to their trip 
by meeting in Savannah and going by 
boat to New York. R. L. Foreman, 
state agent for Georgia, was in charge 
of the delegation. Including some of 
the office force there were about 17 in 
the party. A business session was held 
en route. 
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The Business 


That 


Accident 


supposed i 


insurance—a less reliable 
come for the 


We ha 


Stays with You 


insurance was formerly 
» be less permanent than life 
source of in 
agent. 


ve found it quite otherwise. 


Last year 87 per cent of our accident in 


surance in 


Sell cont 
renewal a 
office for 
cident 


our 
Insurance.” 


force renewed. 
racts and service that make 
utomatic. Ask our local 


“Brokers’ Outline of Ac- 


Connecticut General 
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Insurance Company 
Hartford, Conn. 
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BRACKETT MADE PRESIDENT 





John Hancock Mutual General Agent 
Elected Head of San Francisco 
Life Underwriters 





agent of 
Lite, was 
of the San 
Associa- 


Karl L. Brackett, general 
the John Hancock Mutual 
advanced to the presidency 
Francisco Life Underwriters 
tion at the annual meeting. Daniel E. 
Mooney, Peoria Life, advanced from 
second to first vice-president and Baldo 
\. Ivancovich, Equitable of New York, 
formerly secretary, became second vice- 
president. P. G. Young, Metropolitan 
Life, was reelected treasurer, with 

H, Hepfer, assistant manager of the 
ravelers, as secretary. 


Members of the executive committee 


elected are: John F. Fixa, North- 
western Mutual; Art H. Greve, Equit 
able of Iowa; Raymond E. Orth, Home 
of New York; Miss Eva Pearsall, 
\etna Life; H. L. Rose, West Coast 
Life; Ben F. Shapro, Penn Mutual; 
Remont L. South, Sun Life; Wm. H. 
rice, New York Life; A. Lenox 


Uhler, Lincoln National; Dr. E, L. 
Woodruff, Manhattan Life. Miss Pear- 
sall, who has been a member of the 
association for a number of years, has 
the distinction of being the first woman 
elected to its executive committee. 


Robert Newton Lynch, in charge of 
inter ational trade and commercial re- 
lations for the San Francisco chamber 


of commerce, “San Francisco 


spoke on 
Look at Its 


World.” 


Dowling Does Good Work 


James FE, Dowling, an agent of the 
Equitable Life of New York at Powell, 
Wyo., shows business of $300,000 up to 
June . Tepresenting paid production of 
“me 100 covering 115 cases. He has 
Placed an average of more than two 
Policies a week since he entered the 
business a little over a year ago. Dur- 








ing the last 60 days he has managed 
to write one case a day. The Equit- 
able states that Mr. Dowling is a con- 


sistent advertiser and gets the most out 
of selling aids and by painstaking per- 
sonal solicitation. He was formerly a 
bank cashier. 


Will Hold Educational Conference 


An educational conference for the 
members of his agency will be held by 
\. W. Carne, manager of the Equit- 
able Life of New York in San Fran- 
cisco, at Sonoma Mission Inn, July 
10-11. Members of the agency must 
produce a certain volume of business, 
based on the date of their contract, in 
order to qualify for attendance. 


Gastil Addresses Managers’ Meeting 





The annual meeting of the San Fran- 
cisco General Agents & Managers As- 
sociation was held June 26. Walter 
Gastil, general agent of the Pacific Mu- 
tual Life at Oakland, was the principal 
speaker. Mr. Gastil is prominent in 
life circles on the coast and_ before 
going to Oakland was in charge of the 
San Diego and Long Beach district for 
the John Newton Russell agency of 
Angeles. 


Los 


Linton Gives Talks 


M. Albert Linton, 
the Provident Mutual Life, 
the convention of the American Insti- 
tute of Banking in Denver this week. 
Mr. Linton also talked at a meeting of 
the Provident Mutual’s Colorado agency 
at Troutdale-in-the-Pines last week. 


vice-president of 
spoke before 


Coast Notes 


The southern California agency at Los 
Angeles of the Minnesota Mutual Life 
produced over $2,000,000 of written new 
insurance the first five months of 1930 

The Occidental Life of 
has moved its Fresno, Cal., office to 507 
Bank of Italy building. S. J. Lazarus, 
manager, has had over 12 years service 
with the company. 


Los Angeles 


UNLIMITED OPPORTUNITIES 


You will like our liberal first- 
year and renewal commission 
contract direct with the home 
office. It gives you the right to 
sell men, women, and children 
real protection on a low-cost 
participating or non-participat- 








HOME OFFICE 

















ing basis. 


Just glance over this list: 


Participating 
Non-Participating 
Sub-Standard 
Preferred Risk 
Pay-Roll Deduction 
Monthly Premium 


Policies for Women Modified Life 
Child’s Educational Low Cost Term 
Double Indemnity 
Disability Income 
Premium Waiver 


Juvenile Policies 
6°, Guaranteed 
Income 
Life Income 
Age Limits: 
1 Day to 65 Years 


Retirement 
Income 


Ask for further information 


JEFFERSON STANDARD 
LIFE INSURANCE COMPANY 


JULIAN PRICE 


President 


MORE THAN 365 MILLIONS IN FORCE 


GREENSBORO 
North Carolina 
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OPPORTUNITY 
BECKONS 


Men of ability and character who are willing 
to give all they have to the organization and 
development of territory in the services of the 


SPRINGFIELD LIFE 


who are ambitious to enlarge their personal 
income, are invited to get in touch with us. 


All Standard Policies Written 


$1.00 A MONTH 
Buys regular Old Line Ordinary Life Insur- 
ance for both children and adults. 


BIG MONEY FOR THE GO-GETTER 


Send your inquiry direct to 
A. L. HEREFORD, President 


SPRINGFIELD 
LIFE INSURANCE CO. 


SPRINGFIELD, ILLINOIS 

















STOP - LOOK - LISTEN 
Get In the Big Money Now! 


There is a reason why this Com- 
pany is writing a MILLION a 
MONTH in Illinois and sales- 
men without previous insurance 
experience are now selling at 


the rate of $1,000,000 a year. 


Operating only in Illinois. 


Write today to Wilbur Wynant, President 


STATE LIFE OF ILLINOIS 


HOME OFFICE 


332 South Michigan Ave. Chicago 


NEWS ABOUT 


LIFE POLICIE 








Policy Literature. Rate Books, etc. 


PRICE, $4.00 and $2.00 respectively. 








New Policies, Premium Rates, Dividends, Surrender Values, and all Changes in 


Digest” and ‘Little Gem,”” Published Annually in May and April respectively. 


Supplementing the “Unique Manual- 











AETNA LIFE DISABILITY RATES 


Schedule Under Three New Standard 
Clauses Is Made Public 
Effective July 1 








The Aetna Life announces rates 
under its new standard disability clauses 
Nos. 5, 6 and 5-W, effective July 1. 
Clause No. 5 is waiver of premium and 
monthly income, No. 6 waiver of prem- 
ium only, and No. 5-W waiver and in- 
come for women. The combined rates 
per $1,000 at illustrative ages are: 


Non-Participating Plans 
Ordinary Life 


Reg. Dis. 
Age Prem Dis. 6 Dis. 5 5-W 
me seeues $14.75 $15.15 $17.66 $18.92 
Seer 19.71 20.32 23.46 25.03 
TS sesdces 28.35 29.42 33.52 33.57 
20-Payment 
25 22.18 22.50 25.80 27.45 
errs 27.20 27.69 31.21 32.97 
Te sevenne 35.27 36.32 40.42 42.47 
20-Year Endowment 
SS escces 39.96 40.44 42.39 43.37 
a? waxees 41.02 41.69 44.51 45.92 
oP wuxnxaes 44.70 45.96 50.06 52.11 
Participating Plans 
Reg. Dis. 
Age Prem. Dis. 6 Dis. 5 5-W 
Teer $18.88 $19.36 $21.87 $23.13 
35 . 24.89 25.62 28.76 30.33 
Te sesuws 35.43 36.74 40.84 42.89 
20-Payment 
BS cecces Beene 27.60 30.90 $2.55 
Oe oscsas 4 33.32 33.89 37.41 39.17 
Se s<cnes 42.99 44.25 48.35 50.40 
20-Year Endowment 
Be sevess 45.92 46.46 48.41 49.39 
Se csccocs 47.63 48.41 51.23 52.64 
oF <sése0s 52.01 53.51 57.61 59.66 





ISSUES TWO NEW POLICIES 


Mid-Continent Life of Oklahoma City 
Announces Preferred Risk and 
Income at 65 Forms 








The Mid-Continent Life of Oklahoma 
City announces new rates under stand- 
ard disability clause, and also two new 
policies, an ordinary life, preferred risk, 
and a life income at 65. The first policy 
is designed to give large amount of in- 
surance at low premium and yet of per- 
manent nature and value, and will be 
issued only to first class risks in busi- 
ness or professional occupations for a 
minimum of $5,000. The second form 
is designed as a life annuity at age 65 
for 120 months certain and thereafter 
for life, arranged in units of $10 
monthly income, each monthly unit 
carrying $1,000 face value throughout 
the early premium payment period. 
Rates for the ordinary life, preferred 
risk, at illustrative ages per $5,000 of 
insurance are: Age 15, $61; 20, $67.40; 
25, $75.50; 30, $85.95; 35, $99.55; 40, 
$117.50; 45, $141.75; 50, $174.90; 55, 
$220.65. The life income at 65 per $10 
monthly. income carries rates: Age 15, 
$16.60; 20, $19.07; 25, $22.32; 30, $26.74; 
35, $33.02; 40, $42.28; 45, $54.66; 50, 
$77.02; 55, $121.37. 





SUN HAS NEW CHILD’S FORM 


In 15 Years It May Be Continued as 
Industrial Contract or Converted 
Without Examination 





The Sun Life of Canada is offering a 
new optional child’s policy, which is ad- 
vertised as “an entirely new chapter in 
the history of children’s insurance.” 
Features of the policy which are claimed 
to be innovations in an industrial con- 
tract are: Maximum protection the 
first 15 years of the contract; privilege 
of continuing thereafter as an indus- 
limited payment life basis; privilege of 
converting, after 15 years, to a $1,000 
ordinary whole life contract or a $1,000 














ination and at a rate considerably below 
standard ordinary rates at the attained 
ages. 

The policy offers immediate protec. 





AGENTS WANTED 
IN NEW JERSEY 


ae OF 
AGENCIES 
/N 


Paterson 
Jersey City 
Trenton — 
Perth Amboy 
Now Brunswick 
Morristown 
Passaic. 


WRITE 


The iM lalere)ie 
Nehalem Mie nil Clie 
Compa ny, Ft.Wayne, Tite 











No Better Territory 
No Better Company 


No Better General Agent’s 
Contract Than Our Service 


Pension Contract 


THE LAFAYETTE 
LIFE INSURANCE C0. 


W. W. Lane, F. L. Alexande 
Secretary President 


W. R. Smith, Field Vice-President 
LAFAYETTE, INDIANA 











20-payment life contract without exam- 
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— SS — 
tion with a maximum of $1,000. If the | and teachers will be charged double. A 

yenile policyholder dies before his slight adjustment is being made in the 

ju . Pilot's double indemnity rates. 


frst birthday the contract pays $110 
and if he dies before age 9 at next 
pirthday the contract pays $900. 

Below is a table showing benefits 





ynder 30 cents a week policy for the 
frst 15 years: 
Age Time in Force—————— 
When U er 
Insured 1 . lYr. 2Yre. 3 Yrs. 4 Yrs. 
1 $110 $210 $314 $418 $522 
4 210 314 418 522 626 
3 314 418 522 626 730 
4 418 §22 626 730 834 
5 522 626 730 834 900 
" 626 730 834 900 
7 730 834 900 
8 834 900 
9 900 eee eee 
Age - Time in Force——— 
When 8 to 15 
Insured 5 Yrs. 6Yrs. 7Yrs. Yrs. 
D eeenenees $626 $730 $834 $900 
ZB cccvccecee 730 834 900 ese 
B cccccceces 834 900 
@ sesencses 90 een eee ees 
After the 15th anniversary of the 


original policy, the policy or any policy 
substituted will have immediate paid up 
insurance values, and three years there- 
after will have cash surrender value. 


FEDERAL LIFE ANNOUNCES 
SEVERAL MAJOR CHANGES 


Announcement of a new “family in- 
come” policy modeled after the one 
originated by the Continental Amer 
ican Life of Delaware, liberalization in 


children’s policies, changes in occupa- 


tional tables with simplified classifica- 
tions, and rates on the new standard 
disability clause is made by the Fed- 


eral Life of Chicago. The Federal also 
is issuing a new, simplified rate book. 

This company departs from_ the 
practice of companies which previously 
announced the family income policy, 
by setting the minimum which will be 
issued at $2,000, rather than the usual 
$5,000. This is in the belief that the 
policy’s greatest usefulness will be in 
building up life estates with substantial 
incomes for dependents in the low and 
middle income classes. The Federal 
believes that to set a higher minimum 
might make it impossible for many per- 
sons ever to take this form. 

The Federal’s family income policy is 
participating at a particularly low rate, 
and like its predecessors pays monthly 
income of 1 percent of the face in case 
of death of insured during the first 20 
policy years and continues to the end 
of the 20th year, when the face amount 
is paid. Disability and double indem- 
nity may be added. It will be issued 
only to select risks from ages 20 to 60 
inclus sive except when income disability 
is applied for, when maximum age will 
be 55. 

The Federal has changed its line of 
children’s policies so they can be issued 
with or without insurance on the ap- 
plicant and also so that the applicant 
need not be the beneficiary. These will 
be issued up to age 15 inclusive. Here- 
tofore this line has been issued up to 
and including age 9. Ordinarily this 
policy is issued to provide a permanent 
form of insurance for children, the 
amount grading up with age and reach- 
ing its maximum at attained age 5, but 
now it may be issued providing insur- 
ance on the adult who applies for the 
policy. When these policies are issued 
over attained age 5, the full face amount 
is in force from the first. 

_ Rates of the family income form and 
the disability clause, are: 


Family -—— Disability 


Income Waiverof Monthly 

Age Per $1,000 Premium Income 
Piswa wanes, eaten 0.25 $2.60 
20.......$ 18.45 25 2.85 
<9... _ 20.60 .25 3.15 
30 23.43 25 3.55 
4 27.29 -32 4.10 
10) 33.63 46 4.75 
45 43.04 .70 5.65 
au 55.86 1.14 6.85 
) 75.32 2.10 8.45 
60 104.84 se eee 

Pilot Life 

Pilot Life has adopted the new 

Standard disability clause effective July 

1 Rates for women will be one and 


one-half times those for men and nurses 








National Life of Vermont 


National Life 
its rates on the 


of Vermont an- 
standard dis- 


The 


nounces 


ability clause. The same disability 
benefits will be granted to single, self 
supporting women as to men, but dis- 


ability must be incurred before age 55 
and before marriage. Gross rates for 
men, including regular premiums, are: 
Ordinary Life 
Age Reg. Prem. With W.P. With M.I. 
25 $20.14 $20.69 $23.54 
35 26.35 27.19 30.73 
45 37.09 38. 58 43.16 
20- Payment a 
25 29.90 30 34.06 
35 36.00 36. $6 40.64 
45 45.54 46.97 51.55 
20-Year Endowment 
25 47.53 48.13 50.35 
35 49.33 50.19 53.37 
45 53.84 55.52 60.10 
Extra for waiver of premium: Or- 


life—age 25, $1.10; 35, $1.68; 45, 
life—age 25, 82 cents; 
35, $1.32; 45, $2.86; 20-year endowment— 
age 25, $1.20; 35, $1.72; 45, $3.36; extra 
for monthly income: ordinary life—age 
25, $6.80; 35, $8.76; 45, $12.14; 20-payment 
life—age 25, $8.32; 35, $9.28; 45, $12.02; 
20-year endowment—age 25, $5.64; 35, 
$8.08; 45, $12.52 


Canada Life 





dinary 
$2.98; 20-payment 





The Canada Life of Toronto announces 
rates under its new standard disability 
clause which gives waiver of premium 


and $10 a month income. On policies in 
which the company allows total disabil- 
ity benefit on women it will continue to 
charge 50 percent more than for men 
and disability will cease at 55 instead 


of at 60 as for men. Gross rates, in- 
cluding regular premiums, are: 
10- 15- 20- End. 20 
Age Ord Pay Pay Pay 65 End. 
3 $ $ ; 
20 21.75 50.95 38.05 31.70 24.05 60.20 
25 24.40 55.25 41.30 34.45 27.65 50.85 
30 27.75 60.15 45.00 37.70 32.30 51.95 
35 31.95 65.75 49.40 41.55 38.60 53.65 
40 37.35 72.30 54.65 46.35 47.50 56.35 
45 44.45 79.65 60.95 52.75 60.65 60.65 
50 53.75 88.35 69.45 60.95 2.00 66.65 
55 66.10 100.15 80.30 71.75 122.95 75.50 
Columbus Mutual Life 
The Columbus Mutual Life will put in 
new disability rates July 1. Income and 


waiver of premium will be allowed be- 
ginning with the fourth month and con- 
tinuing so long as disability continues. 
Disability benefits in no case will be 
allowed prior to six months before notice 
is received at the home office. 

Higher rates will be charged for 
women than for men. Disability will be 
issued to men at ages 16-54 and to 
women at 16-45. Disability protection 
ceases at 60 for men and at 50 for 
women. If women marry prior to age 
50, the protection is cancelled. A com- 
parison of new and old rates for men, 
including disability income and waiver, 
follows: 


Ord. Life 20-Pay. 20-Yr. End 
$5,000 $1,000 $100 

Age New Old New Old New Old 
BY $ 

25 97.10 91.55 32.73 31.26 50.58 49.44 

35 127.40120.45 39.56 37.96 53.64 52.07 

45 180.50171.55 51.04 9.06 60.54 58.38 

50 221.90 212.20 60.02 57.72 66.7 64.36 

Philadelphia Life 

The Philadelphia Life announces its 

new disability provisions and _ rates 

effective July 1. A new manual will be 

sent into the field about July 15 con- 

taining new occupational ratings. The 


new disability rates are: Ordinary life— 
age 25, $3.17; age 40, $4.77; age 55, $8.62; 
20 Pay—age 25, $3.92; age 40, $4.70; age 
55, $8.84; 20-year endowment—ages 25, 
$2.03; age 40, $3.64; age 55, $8.60. This 
represents an increase of approximately 
20 percent over all. 


Massachusetts Mutual 


Announcement of unusual interest 
emanates from the Massachusetts Mu- 
tual, that it is bringing out a “family 
income” form of contract similar in most 
respects to the one originated by the 
Continental American of Delaware, but 
with one important difference. In case 
of death of the insured within the first 
20 policy years, an income of 1 percent 
of the face will be paid beneficiary until 
expiration of first 20 years. Contrary to 
the practice of other companies which 
have announced this form recently, how- 
ever, the Massachusetts Mutual has de- 





Safety and Security 
the Keynote for 1930 


For the insurance man of good record who wants 
to begin 1930 with a direct connection of his own 


THE PYRAMID LIFE INSURANCE COMPANY 


Offers a liberal contract backed by the security 
and assurance that comes of representing a sound 
company under conservative management. 


For his assistance we furnish an attractive line of 
policies—complete protection from infancy to old 
age. Also an effective plan of direct mail adver- 
tising. 

Generous and sympathetic treatment of men in 
the field. 


Write to 
John G. Hoyt, President 


PYRAMID LIFE INSURANCE COMPANY 


Kansas City, Missouri 


Openings in 
Oklahoma Texas 


Celorado 
IHinois 














WHY? 


MEN WITH 


THE 


S.T. WHATLEY AGENCY 
S-U-C-C-E-E-D 
1—Individual Presentations 

2—Supervisory 

3—Estate Analysis 
4—Circularizing 
5—Leads 


Assistance 


6—Group 
7—Non- Medical 
8—Salary Budget 
9—Accident and Health 
10—Office and Field Training 


S. T. WHATLEY 


General Agent 
AETNA LIFE INSURANCE CO., CHICAGO, ILL. 
Suite 1914, One La Salle Street State 


An Account with the Aetna Pays 


3380 
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Visual 
Selling 


—a reality 


Through visual selling 
sank Savings Life 
agents have been able to 
tell the true story of life 
insurance — and to tell 
it convincingly. Impres- 
sions through the eye 
outlive the spoken word. 
Such salesmanship _be- 
comes a_ well-ordered 
scientific process. 


PROVED IN THE FIELD 
BY 
Bank Savings 
Agents 


The volume of insurance 
produced by our agents 
month in and month out 
demonstrates the sound- 
ness and desirability of 
“Visual Selling.” Why 
not ask for more com- 
plete information about 
The Bank Savings Life 
methods and agency 
helps. 


TOOLS 
to help you 


SELL 
1 Pre-Approach Plan 


2 Canvassing 
Portfolio 


3 Illustrated Brief 


Write to 


GEO. L. GROGAN 


Vice-President 
In Charge of Agencies 


The Bank Savings 
Life Insurance 
Company 


Topeka Kansas 
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signed the policy so that if insured lives ; values considerably under the ordinary 
belong the first 20 policy years, the con- | life form although selling for approxi- 
tract reverts to a straight ordinary life | mately the same. 

with appropriate premium. This con- on 

tract in the early policy years is said ° P 

to be worked out with decreasing term Berkshire Life 

insurance, making possible a permanent The Berkshire Life has increased its 
contract with much higher cash values | interest rate paid on trust funds and 
than the usual family income form, | dividends left with the company from 
which it is now well known has cash | 4.5 percent to 4.8 percent. 

| 

ACCIDENT AND HEALTH FIELD 

| 

WINS FIGHT FOR’  LICENSE| EXPERIENCE REVIEWED 





Mountain States Life Secures Order— 
May Take Over Great American 
Casualty Soon 


The fight of the Mountain States Life 
of Hollywood to force the Illinois de- 
partment to license it to write health 
and accident, with the main object of 
completing reinsurance of the Great 
American Casualty of Chicago, has been 
won before the Illinois supreme court. 
The tribunal has issued a mandamus 
against Director Lowe of the depart- 
ment of trade and commerce, requiring 
him to issue license on the ground that, 
although the Mountain States does a 
life as well as health and accident busi- 
ness, it is not required to write all these 
lines in order to enter the state, as the 
department contended. 

It is probable that the Mountain 
States very quickly will absorb the 
Great American Casualty and there will 
be no further department opposition. 
The California company will change its 
name to the Pacific States Life July 1. 
There are reports that it plans to acquire 
two or three other small Illinois com- 
panies soon. 

A petition of the department alleging 
the insolvency of the casualty carrier is 
pending in superior court, Cook county. 
E. R. Elliott, Chicago insurance attor- 
ney, conducted the litigation for the 
Mountain States. 


ILLINOIS BUSINESS OF 
ASSESSMENT COMPANIES 


The Illinois department gives the pre- 
miums received by Illinois assessment 
health and accident companies last year 
as $3,792,271, with claims $2,639,043. 
The Illinois Commercial Men’s led with 
$1,931,115 in premiums and $1,539,154 in 
claims. The Illinois Traveling Men’s 
had $1,121,677 premiums and $956,504 
claims. The Industrial Casualty of 
Bloomington had $200,831 premiums 
and $54,413 claims. The Sterling Cas- 
ualty of Chicago had $131,385 premiums 
and $2,200 in claims. The non-state 
companies had $776,395 premiums and 
$488,946 losses. The Mutual Benefit 
Health & Accident of Omaha had $589,- 
221 premiums and $361,027 in claims. 
There are four assessment life compa- 
nies operating under the assessment act, 
writing health and accident insurance all 
being Chicago Negro companies, the 
Protective Mutual, Pyramid Mutual, 
Underwriters Mutual and Unity Mu- 
tual. The Underwriters Mutual led 
with $137,189 premiums, Unity Mutual 
being second with $80,337. 





U. S. DISTRICT ATTORNEY 
STARTS MAIL ORDER PROBE 





OKLAHOMA CITY, June 26.—Activi- 
ties of cut-rate accident companies, which 
obtain business through the mails, are 
being investigated by Roy St. Lewis, 
United States district attorney. In- 
stances have been brought to the dis- 
trict attorney's attention where com- 
panies have endeavored to avoid pay- 
ment of claims on technical grounds. 

These companies are not licensed in 
Oklahoma, and are not under super- 
vision of the state insurance department. 
There are no state laws regulating their 
operation, which puts any action up to 
the federal authorities. 


IS 
Companies Are Running Over Their 
Records to Study the Under- 
writing Results 





Companies writing accident and health 
business to a large extent are reviewing 
their experience. Some of them are 
studying their experience with respect 
to localities, agents and brokers. Where 
there has been a continuously unprofit- 
able experience an attempt is being 
made to have a change in conditions, 
either old policies being taken up or can- 
celled. In some cases it is found that 
agents and brokers are insuring the 
wrong kind of people. In some sections 
there is a moral hazard. A _ vigorous 
effort is therefore being made to get the 
business on a profitable basis. 


Opens New Pittsburgh Office 


BALTIMORE, June 26.—Clarence 
C. Cole, superintendent of the Wilming- 
ton, Del., office of the Home Friendly, 
has been transferred to the newly 
created western Pennsylvania district at 
Pittsburgh. Arthur C. Zimmer, for- 
merly an agent at the home office, has 
been made assistant superintendent at 
Pittsburgh. The headquarters of the 
new office are in the Clark building. 





Hill with Provident L. & A. 


Howard R. Hill, assistant secretary 
of the group department of the Con- 
necticut General Life, has been elected 
secretary of the group department of 
the Provident Life & Accident. Mr. 
Hill graduated from Trinity College 
in 1915 and entered the employ of the 
Connecticut General in 1919, being as- 
sociated with the group department al- 
most from the beginning, first as de- 
partment superintendent and later as 
manager of group sales. He was 
elected assistant group secretary in 
February, 1926. He will begin his 
duties with the Provident some time in 
July. 





Maupin Becomes Manager 


EK. Hall Maupin has been appointed 
manager of the non-cancellable accident 
and health department of the Parker & 
Davis agency at Detroit, general agents 
of the Continental Casualty. Mr. Maupin 
has had wide experience, for 16 years 
having represented the Aetna Life in 
Michigan as agent and field representa- 


tive. The Parker & Davis agency is 
expanding its non-cancellable depart- 
ment. 





Southern Superintendents Meet 

The National Life & Accident held a 
meeting at Biloxi, Miss., of superintend- 
ents of the southern division, who won 
the trip because of their sales records. 
Officials in attendance included C. A. 
Craig, president; E. W. Craig, vice-presi- 
dent; E. B. Stevenson, Jr., vice-president; 
W. R. Craig, manager purchasing de- 
partment, and G. C. Lynch, Atlanta, 
supervisor southern division. There were 
55 superintendents and four supervisors 
on hand. 





Sentinel Covers Kansas City Teachers 


The Sentinel Life will write group ac- 
cident and health insurance for all 
Kansas City public school teachers who 
desire it. The company agreed to begin 
writing policies when 25 percent of the 
2,300 teachers signified desire to have 
insurance. This percentage was at- 
tained last week. A further agreement 
is to the effect that the percentage must 





reach 75 percent by Jan. 1, 1931. 





Los Angeles—“Eventually” 
with Roy Ray Roberts 


The State Mutual Life has undertaken an e\) ongsiyp 
program of expansion in California. The L, 4 
geles agency welcomes you and offers mods 

tracts in an agency using the most up 

methods Write us about our “‘Adaptation |*\y, 
Roy Ray Roberts, General Agent, State Mutua! Lif, 
Assurance Company, Roosevelt Bldg., Los A eles 














WANTED: TEXAS AGENCY 


Young man, age 33, with organizing and per. 
sonal production experience desires state 
Manager contract or General Agents (Con. 
tract for Texas. A-1 References. State your 
best proposition or can arrange for confer. 
ence. Address P-78, The National Under. 
writer. 








Position Wanted 


By young man with several years 
actuarial, accounting and _ general 
home office experience. Address P-86, 
National Underwriter. 











WANTED 


A favorably known old line 
Life Insurance Company, in 
business more than one-half 
a Century, has several open- 
ings for General Agents in 
Illinois and Ohio. Liberal 
contracts will be made with 
well qualified men. 
Address, giving full particu- 
lars and references, to O-1, 
the National Underwriter. 














THE OTIS HANN COMPANY INC 


JACK ROBERTS HANN, PRES. 


333 No.MICHIGAN AVE. 


CHICAGO 











$1,000 to $1,600 


Ordinary Life Insurance at An 
Average Cost GUARANTEED 
OF ONLY $14.00 per $1,000 


ALL PREMIUMS 
RETURNED 
in addition to face of policy 
in event death before age 60 


FULL FACE THEREAFTER 
AND PREMIUM REDUCED 20% 


Original cost, age thirty, $21.40 
per $1,000 to age 59; $17.19 
per $1,000 thereafter 


Write for Sample and Particulars 


This is one of many unique contracts 
issued by 


Federal Union Life 


FRANK M. PETERS, President 
Cincinnati, Ohio 
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NEWS OF LIFE ASSOCIATIONS 











FISCHER IS ST. LOUIS HEAD 


General Agent of Massachusetts Mu- 
tual Life Elected President 
Life Underwriters 


Chester O. Fischer, general agent of 
the Massachusetts Mutual, was elected 
president of the St. Louis association 
at the annual meeting. Other officers 

1931, are: 
Cooke, 


elected to serve until June, 
First vice-president, Hamilton 
New York Life, and second vice-presi- 





FISCHER 


CHESTER 0O. 
dent, Barney Nudelman, Connecticut 
Mutual, New directors elected are Ar- 
thur W. Green, Equitable Life of New 
York, retiring president; H. A. Moores, 
National Life of Vermont, and Arthur 
C. Humphrey, Northwestern Mutual. 

Mr. Fischer has long been prominent 
in association work, having served as 
vice-president and a trustee of the Na- 
tional association. 


xk oe * 
PHILADELPHIA ASSOCIATION 
HOLDS JOINT TRUST MEETING 


PHILADELPHIA, June 26.—Speak- 
ing at the joint meeting of the Philadel- 
phia Association of Life Underwriters 
and the Corporate Fiduciaries Associa- 
and A. 


tion here Joseph H. Reese A 
Rushton Allen, two of Philadelphia's 
leading underwriters, declared that if 


agents are to handle business insurance 
trusts successfully, they must know 
something about the valuation methods 
and all the other problems connected 
with the line. 

Che principal speaker was Gwilym A. 
Price, trust officer of the Peoples Trust 
Company of Pittsburgh, on “Business 
Insurance Trusts.” 

Mr. Price told of the more common 
uses of business insurance and then re- 
lated how life insurance in forms of 
endowment policies is used to take up 
bond issues as the policies matured. 

Life insurance, he said, is the life 
blood of a good business insurance trust 
because it is only by life insurance that 
a small corporation or partnership can, 
by a small outlay and a small annual 
payment, raise the capital needed. 

x * x 


Dayton, O.—Dayton association held 
ts annual election. H. L. Bimm was 
elected president; Frank C. Holloway, 


vice-president; Emil Metzger, sec- 
ond vice-president, and Mary Nyswonger, 
secretary-treasurer G. H Thohaben, 
Cleveland, and Max L. Huffman, 
ant managing director of the National 


assist- 


ociation, spoke at the meeting 
: es 
Colorado—?PD. L. Pease of Denver, 
igency director of the Equitable Life of 
New York, was elected president of the 
Colorado association at the annual 


meeting. The new vice-presidents are 





L. E. Robbins, Fort Collins, Franklin 
Life; O. W. Fell, Pueblo, Provident Life: 
P. L. Corbin, Denver, New York Life; 


Jessie Bean, Denver, Mutua! Life of New 


York. Chester A. Lee of Denver, Occi- 
dental Life, was chosen secretary-treas- 
urer, and Frank H. Davis of Denver, 
Penn Mutual, chairman of the executive 
committee. 
* * x 

Nashua, N. H.—The Nashua associa- 

tion has elected these officers: President, 


Peter Desautels; vice-president, Louis A 
Hazen; secretary, G. F Magnitzky; 
treasurer, Bernard E. Annis 

ok ok * 

Pittsburgh — The Pittsburgh associa- 
tion held its last meeting of the year 
Tuesday. The new president, Holgar 
J. Johnson, was presented to the body 
and welcomed enthusiastically During 
the meeting the President's Cup, a large 


silver loving cup emblematic of out- 
standing contributions to the association 
in membership, attendance at meetings 
and general cooperation, was presented 
for the year to the Provident Mutual 
agency of Ogelsby & Webster. The prin- 
cipal speaker was Henry W. Abbott, gen- 


eral agent in Pittsburgh for the Massa- 
chusetts Mutual Life. He spoke emphati- 
cally about “Why People Don't Buy Life 
Insurance.” He emphasized the fact 
that people don’t buy life insurance be- 
cause they don’t understand what it will 
do for them. Through the agent is the 
only way of understanding life insur- 
ance. It naturally follows that the prin- 
cipal function of an agent is first, to 
understand life insurance’ thoroughly 
himself and, second, to conceive a way 
of thoroughly explaining it to the pub- 


lic. Mr. Abbott emphasized the fact that 


one of the greatest mistakes in selling 
life insurance is assuming that the pub- 
lic knows anything about it. It was an- 
nounced that the Pittsburgh association 
has a paid membership of about 900, the 
second largest in the United States 

kK ok * 

Nashville, Tenn.—Harvey Weeks, as- 
sistant secretary of the Central Hanover 
Bank of New York, outlined the evolu- 
tion of the trust service in life insur- 
ance before the Nashville association. 


The meeting was attended by more than 

100 members of the association, bankers 

and trust company employes. 
ok * * 

Champaign County, UlL—Th« 
meeting of the Champaign County 
ciation was held Friday. Officers were 
elected: Miss Martha E. Green, Massa- 
chusetts Mutual, president; CC. §S 
Ricketts, Prudential, vice - president; 
Elmer Hurst, secretary-treasurer, Equi- 
table of New York. The meeting was 
held especially for the industrial 
bers, and George Martin, superintend- 
ent for the Danville district of the Pru- 
dential, was the speaker 
4 *x* * 

Sioux City, Ia.—The Sioux 
ciation has elected officers as 
President, George M. Rockwood, 
tial; vice-president, Charles E 
John Hancock Mutual; secretary, 
Simonsen, Penn Mutual; treasurer, 
George G. Gardner, Mutual Benefit Life 

x x * 

New Haven, Conn.—Orrin S. Spencer 
has been elected president of the New 
Haven association. Other officers are: 
Vice-President, Herbert L. Machol; 
retary, Albert +4 Adams; treasurer, 
Arthur L. Gates; national committee- 
man, George K. Warfield. 

At the annual luncheon meeting Roger 


annual 


asso- 


mem- 


City Asso- 
follows: 
Pruden- 

Tobin, 
Sam 


sec- 


B. Hull of the National association was 
guest speaker. 
*x* * * 

Huntington, W. Va.—B. G. Landau of 
the Penn Mutual Life has been chosen 
to succeed Howard H. Cammack as presi- 
dent of the Huntington association E 
Paul Railford, Provident Mutual Life, 
was elected vice-president and E P 
Frost, New York Life, reelected secre- 
tary. 

x * fs 

Port Huron, Mich.—A movement is 
under way in Port Huron for the estab- 
lishment of a local association The 
leader in the movement is J. M. Mac- 
Kendrick. When organized the associa- 
tion will seek admittance to the Michi- 


gan and national organizations. 
:¢ ¢ @ 

Syracuse, N. Y.—-The new 

the Syracuse association is 


president of 
William B 








Speedy Service 


“The Company’s draft left New York that very evening (Thurs- 
day) via Air Mail, reached St. Louis Friday morning, was for- 
warded to me at once, and was placed in the hands of the claimant 
at 2 P. M. on Saturday—barely four days after completion of 
proof.”—E-xcerpt from a letter received from one of our Agents 
located in Jefferson City, Mo., 137 miles from his Agency Office 
in St. Louis. 


The benefits accruing to both Agent and Company from service 
such as this are easily comprehensible. 


1860—Seventy Years of Service—1930 


THE GUARDIAN LIFE 


ESTABLISHED 1860 
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UNITED LIFE 


United Life Building 


MODERN PROTECTION 


In accordance with its progressive plan for up 
to the minute service to policyholders and agents, 
the United Life and Accident Insurance Company 


ANNOUNCES 


a new line of Juvenile policies which will be 
issued from birth to age fourteen on either short 
or long term endowments, including twenty pay- 
ment endowment at age 85. Additional benefits 
are also issued with these contracts which pro- 
vide for waiver of premium in the event of death 
or total and permanent disability of the premium 
payor. 


For complete information write direct........ 
and directly 


EUGENE E. REED, Vice-President 


AND ACCID 





ENT 


INSURANCE COMPANY 
Concord, New Hampshire 


{| Originators of Life and Accident insurance united in one policy. 1 | 
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COAST-TO - COAST 


A company committed to 
agency sales schools com- 
bining tested sales demon- 
strations with training in 
actual field solicitation. 


sae CONNECTICUT MUTUAL 


INSURANCE COMPANY 
HARTFORD 


Over 84 years in business 
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NEW PAID INSURANCE—1929 
$147,858,997 


INSURANCE IN FORCE 
$1,202,101,059 


coe o8 


NEW ENGLAND MUTUAL LIFE INSURANCE CO. 


BOSTON, MASS. 


Chartered 1835 Organized 1843 
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HOME LIFE INSURANCE 
COMPANY 


of New York 
A COMPANY OF OPPORTUNITY 


Ethelbert Ide Low, James A. Fulton, 
Chairman of the Board President 


On Agency matters address 
H. W. Manning, Superintendent of Agencies 
256 Broadway, New York 








ARE YOU AWAKE TO OPPORTUNITY 
Life Insurance Men of Vision Know That the Greatest 


Opportunity 
Is with the _ tear That Is 
NOT TOO LARGE NOT TOO OLD 
NOT TOO SMALL NOT TOO YOUNG 
The Solid Growing Company Officered by Men Who Are Agency Minded 


WE HAVE THE TOOLS 


P and = Policies—Men and W: T Total 
articipating Non Pert oaaiy —— ey omen on Equal Terms—' 


Circularization Aids—Supervisor’s Help—Direct Contracts, Human 
Contracts and Special Producer’s Clubs 


Ready for a General Agency There ts Desirable 
IOWA—NEBRASKA—MINNESOTA—AND SOUTH DAKOTA 


THE OLD LINE 
CEDAR RAPIDS LIFE INSURANCE COMPANY 


jigmund— Pres. & Agency Director 
rhe. hy — Cc. B. SVOBODA, Secy. 
CEDAR RAPIDS, IOWA 


GLOBE LIFE INSURANCE CO. OF ILLINOIS 


431 S. Dearborn St. Chicago 


POSE BARRY DIETZ WM. J. ALEXANDER 
President Secretary 





Relations, Liberal 





If You Are Open in 


COL. C. B. ROBBINS, 








Successor to 


GLOBE MUTUAL LIFE INSURANCE CO. 


INCORPORATED 1895 T. F. BARRY, Founder 

















THE UNITED STATES LIFE 'NSURANSE 
Organized 1850 In the City of New York Non-Participating Policies Only 
Over 78 Years of Service to Policyholders 
Good territory for personal producers, under direct contract 
HOME OFFICE: 156 Fifth Avenue, New York City 

















Stark, manager Home of New York. He 
succeeds Chester D. Fuller, Mutual 
Benefit Life, who was named chairman 
of the executive committee. Other offi- 
cers are: Vice-president, J. William 
Van Dusen, Penn Mutual Life; secretary, 
Frederick H. Bierstedt, Provident Mu- 
tual Life; treasurer, Myron Barlow, State 
Mutual Life. 

Mr. Stark is also vice-president of the 
Syracuse Life Managers & General 
Agents Association. 

* * * 

Saginaw, Mich.—A full slate of new 
officers for the Saginaw association was 
elected at its annual meeting last week. 
R. D. Stearns, Canada Life, was chosen 
president to succeed Edwin Nuechter- 
lein, Peoria Life. Other officers include: 
Harry B. Fisher, Union Central Life, first 
vice-president; Richard H. Harrison, 
Northwestern Mutual Life, second vice- 





president; Joseph Ramsay, John 
Hancock, secretary; Fred M. Bullock, 
Mutual Benefit Life, treasurer. W. L. 


Burchill, Metropolitan, was chosen na- 
tional executive committeeman. 
es £ 

Southwest Texas—B. J. Lane, president 
of the Southwest Texas association, has 
appointed the following committee chair- 
men: Auditing, John Haile, Jr.; sick, 
Lee Hickerson, and membership, O. P. 
Schnabel. 

Meetings will be suspended during 
July and August. The first fall meeting 
will be held Sept. 1 when Arthur E. 
Biard, vice-president of the Thurman 
Barrett Company, will speak. 

a 

Davenport, Ia.—The following officers 
were reelected at the annual meeting 
of the Davenport association: President, 
H. Plack, Indianapolis Life; first vice- 


president, Leon Zoeckler, National Life 
of Vermont; second vice-president, H. 
Meese, Travelers; secretary, Ernie 


Heuck, Guardian Life; treasurer, M. Van 
Epps, Penn Mutual; executive commit- 
tee, H. C. Hall, Mutual Life of New 
York, and S. W. Sanford, Register Life; 
state committeeman, W. F._ Griner, 
Equitable of Iowa. 
és 

Sonoma County (Cal.) — Karl L. 
Brackett of the John Hancock Mutual 
Life, first, vice-president of the Shin 
Francisco association; Clarence W. Pet- 
erson, Phoenix Mutual, president of the 
San Francisco General Agents & Mana- 
gers Association, and R. L. Stephenson, 
Union Central Life, were the principal 
speakers before the Sonoma County as- 
sociation last week. Underwriters in the 
Sonoma district have been having some 
serious trouble with twisters and officers 
of the San Francisco association are as- 
sisting them in eradicating the evil. 

x * * 
The Flint association has 
elected Robert J. Wise, Aetna Life, 
president to succeed Walter C. Mayer, 
Crown Life. Other officers elected were 
J. D. Cameron, Equitable of New York, 
first vice-president; Leonard McKinnon, 
National Life of Vermont, second vice- 
president; Howard Groesbeck, reelected 
secretary-treasurer. The executive com- 
mittee consists of Walter C. Mayer, Earl 
P. Messenger, J. Wiley Allen, Harry M. 


Flint, Mich. 








Comins, J. A. Carlson and Sam P. Sav- 
age. 
i 
Montgomery, Ala, splendid re- 
sults have been obtained so far from 


campaign 
newspaper 


the life insurance advertising 
begun last week in a local 
that the Montgomery association may 
follow it with a radio advertising cam- 
paign. Several agents stated at the 
June meeting that they had already ob- 
tained business, as a result of the ads, 
that alone would justify the money 
spent in the campaign. The next regu- 
lar meeting will be held in September. 
s @ 6 

Fort Wayne, Ind.—S. T. Whatley, presi- 
dent of the National association and gen- 
eral agent of the Aetna Life in Chicago, 
was the principal speaker at the weekly 
meeting of the Fort Wayne association. 
Mr. Whatley first gave his address, “Why 
the National Association?” and then dis- 
cussed, “Sales Helps.” The association 
is fostering increased interest of mem- 
bers by holding weekly luncheon meet- 





ings rather than the monthly gather- 
ings as heretofore. 
After five years’ experience as agent 


and assistant superintendent with the 
Western & Southern Life at Charleston, 
W. Va., John 8S. Hermansdorfer has been 


promoted to superintendent at Ashland, 
Ky., succeeding J. E., 
taken a leave of 
health. 


Nichol, who have 
absence owing to ill 








Insurance Trust Agreement 


Made in 1869 Still in Force 


At the joint meeting of the 
Philadelphia Association of Life 
Underwriters and the Corporate 
Fiduciaries Association in Phila- 
delphia last week, J. M. Steere, 
trust officer of the Girard Trust 
Company, spoke. 

He said that the life insurance 
trust idea is not new and told 
of a life insurance trust that his 
company had taken in 1869 and 
had been in force for a little over 
47 years. It was on a $10,000 
policy and stipulated that the in- 
terest was to be paid to the as- 
sured’s children and the principal 
to go to their children when the 
former died. The assured died in 
1883 and the trust has been in ef- 
fect for about 4714 years. 











Discern Danger 
in Bank Scheme 


(CONTINUED FROM PAGE 3) 
insurance the depositor’s obligation is 
paid in full and the bank account and 
certificate free and clear of any obli- 
gation become the property of the bene- 
ficiary or estate.’ 

Because of the tremendous growth oi 
installment buying in this country it is 
believed possible such an _ insurance 
savings plan if launched by banks 
might become a very important factor 
in a short time. 


Might Meet Public Favor 


The strong appeal of life insurance 
to chalk off unpaid balance in case of 
death of the installment purchaser might 
easily be given wide public favor. An- 
other inducement, if the plan should 
be applied to commercial installment 
buying, would be the opportunity to 
borrow the entire amount of the pur- 
chase from banks and repay the banks 
in instailments at a standard interest 
rate, thus doing away with finance 
charge on installment purchases, which 
in some cases is exorbitant. 

Mr. Whatley sees the plan to be 
actuarily unsound on at least two scores. 
One is the wide variance in amounts 
of insurance which would be carried 
on the risks in a single group. Group 
life companies of this country as a rule 
have found that to achieve a sound 
basis they have been required to limit 
rather sharply the minimum and maxi- 
mum amounts covered in a_ single 
group, and to make these limits some 
what close together. 

One large company at least has 
gone so far as to require the insuring 
or not less than 75 percent of all in- 
dividuals in a group under each oi 
several salary brackets for stated 
amounts of insurance. It is believed 
possible that if banks which should in- 
augurate the insurance savings plan 
would impose somewhat the same re 
quirements—namely, that all or at least 
75 percent of all borrowers of sums 
within a stipulated amount would be 
forced to carry the insurance—then 
such a plan might be sound. 

The greatest objection to the minds 
of life insurance men, however, is the 
bad selection which would result from 
offering an avenue to protection for 
persons rejected by life companies. It 
is believed this inevitably would lead to 


a very high percentage of medicall) 
unsound risks and to excessive mor 
tality. 

Also unless sharp limitations wer 


placed on the amounts of insurance to 
be carried by borrowers, the right to 
determine how much insurance a risk 
would be entitled to would be taken 
away from the insurance carrier and 
given to the borrower-applicants for 
the reason that they then could set the 
amount of insurance at will by making 
a loan of the desired size. 
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Analyzing Real Needs of Prospects and 
Determining Kind of Policy to Suggest 


Constitute Foremost Duties of Agent 


By JOHN H. LEAVER 
Missouri State Life 


Agency Supervisor, 


Let's take two or three cases and an- 
alyze them. You have made a prelimi- 
nary call on Mr. A. Possibly you had 
trouble in getting the information. I 
have found it to be of material aid in 
getting this information to have an an- 
alysis of my own personal insurance in 
my pocket. I have several of these per- 
sonal analyses. One made up when | 
first arranged my insurance on the in- | 


come plan, the others where changes 
have been made as my insurance was 
increased. I show the prospect the sum- 


mary that I had for myself at about the 
stage I feel will be a reasonable pro- 
gram for him to own. Of course, for 
the larger prospects, I have to fall back 
” my imagination. 


Sample Program for Young 
Business or Professional Man 


You have found that he is 35 years of 


a boy 6 and 8 respectively; salary about | 


| are 


home with 
has $6,000 ori«li- 


Feels that he 1s 


$4,200 a year; Owns own 
$4,000 mortgage; now 
nary life insurance. 
fairly well budgeted. Saves about $60 a 
month. Has $2,000 in bonds. Salary 
increases about $25 per month annually 
Here is what ‘the needs: First, an ap- 
preciation of his responsibilities. Show 
‘him where he stands and what a poten- 





tial millstone is tied to his wife: $2,000 | 


for last expenses; $4,000 for mortgage. 
If mortgage is paid, there will be a sav- 


ing of $20 per month on interest. At the | 
time of his death the $60 per month | 


saving will be eliminated. His personal 
expenses will run about $100 per month. 
Adding these figures together we find 
that about $170 per month will be elimi- 
nated in the general running expenses. 
Taking this from the $300 salary, we 
find that a minimum income of $130 per 
month will be required until the children 
grown. 

After the children are grown, it seems 


imum of $50 per month for four 
years. A larger sum would be better. li 
| they are unwilling to dig in and help, 


| they 





to me that it would be unfair to make the 
wife depend on them for a livelihood. 
Think of the burden it would be on you 
if you were the son or daughter and had 
to undergo the entire expense of taking 
mother. Look the 


Facts, Figures 


a and a 


Inspirations 








care ot your at 

mother’s point of view in having to de- 
pend on children for every penny she 
needs. Of course, any child would be 





glad and willing to do so, but that is not 
the easy way. 

rherefore, I suggest that the wife be 
given a life income of $40 per month 
with the privilege of purchasing an 
annuity for herself at age 60 or any time 
thereafter, thus increasing her income to 
$60 or $70 per month. 

Children need education, and if they 
really want it, they can get by on a min- 


don’t deserve it. The $50 per 
month income should be paid to their 
mother and not to them directly, so that 
in the event one of the children does not | 
take the proper attitude, the money will 
not be wasted. 
How much 
have to provide this? 
amount? He now has only $6,000. 
needs for— 
1. Last expenses, $2,000. 
First mortgage, $4,000. 
$90 per month for 12 years or until 





protection must Mr. A. 
Can he afford this 
He 





2 
3. 


“A great business is the lengthened 

shadow of a man.”—Emerson. 
2 2 

“Every forward-looking citizen ought 
to protect himself and his family by life 
insurance.”—Calvin Coolidge. 

.7 * 

Some insurance salesmen can think 
up more “reasons” why a certain pros- 
pect shouldn’t buy, than the prospect 
can himself!—Travelers Protection. 

* + + 

Where the average family income is 
$2,500, it costs the parents $7,238 to rear 
a child from birth to 18 years of age. Of 
this amount $534 is expended on its 
health.—Metropolitan Life. 


children are grown Amount required 
$500. 

4. $40 per month for life of wite 
Amount required, $10,000. 

5 College education, $4,000, 

Total of $23,000 new insurance, plus 
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CALIFORNIA 


Home Office: 





of Paid Business by this 
Company showed a gain of 
Thirty Percent in 1929. 
there is a more eloquent story 
of performance by the Com- 
pany in an Expanding Mood, 
you write it, Fieldman! 


mation about the opportu- 
nities to join in the greater 
performance of 1930. 
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ACTUARIES 











CALIFORNIA 





Barrett N. Coatss Cart E. Herrurta 


Coates & HERFURTH 


CONSULTING ACTUARIES 


114 Sansome Street 437 So. Hill Street 
SAN FRANCISCO LOS ANGELES 





ILLINOIS i 


ONALD F. CAMPBELL 
CONSULTING 
ACTUARY 


160 N. La Salle St. 
Telephone State 7298 


CHICAGO, ILL. 











A. GLOVER & CO. 


e Consulting Actuaries 
128 North Wells Street, Chicago 


Life Insurance Accountants 
Statisticians 





INDIANA 


HAIGH, DAVIS & HAIGHT, Ine. 
Consulting Actuaries 
FRANK J. HAIGHT, President 
INDIANAPOLIS 
Omaha, Kansas City 











ARRY C. MARVIN 
Consulting Actuary 
902-904 State Life Building 
INDIANAPOLIS, INDIANA 





MISSOURI 


LEXANDER C. GOOD 


Consulting Actuary 
807 Paul Brown Building 
St. iam, 7 


a 
800 Securities Building 
Kansas City, Missouri 








NEW YORK 





Mi M. Dawson & Son 


CONSULTING 
ACTUARIES 


W. 44th St. New York City 








OODWARD, FONDIL- 
LER and RYAN 
Consulting a ad 
Insurance Accountan 
Richard Fondiller, Harwood . Ryan, 
Jonathan G. Sharp 


75 Fulton Street 
New York 





OKLAHOMA 


J. McCOMB 
e COUNSELOR AT LAW 
CONSULTING ACTUARY 
Premiums, Reserves, Surrender 
Values, etc., Calculated. Valuations 
and Examinations Made. Policies 
and all Life Insurance Forms Pre- 
pared. The Law of Insurance a 
Specialty 
Colcord Bidg. 





OKLAHOMA CITY 





























HE INVESTMENT TRUST 
SERVICE OF LIFE INSURANCE 
—By Albert G. Borden..... Price $1.50 


Shows the various ways that life insurance can serve 
in the administration of an estate. Includes many 
illustrations and graphs. Order from The National 
Underwriter, A1946 Insurance Exchange, -Chicago. 


$6,000 old. Premium on old $6,000, ap- 
proximately $110. Premium on $23,000 
modified life $328.79, making a total of 
$448.79. 

He also needs disability protection up 
to $250 per month. Disability should 
be aded to his insurance. 


Prospect Should Be Sold 
on Permanent Plan 


If he would put half of his $60 sav- 
ings into this program where he could 
guarantee the completion of his savings 
plan, it would give him $360 per year. 
Interest on his $2,000 bonds would 
amount to $100 per year, making a total 
of $460 available annually for insurance. 
His policies should be issued in $5,000 
units, so that as his income increases 
— year he may convert to either ordi- 

ary life or old age endowment. He 
aa be sold on the permanent plan at 
the outset so that the conversions from 
year to year will be automatic. 

It sounds like a big program, I know, 
but if it is what ‘he needs and is a neces- 
sity, it is up to us to educate him and 
sell him. Think of the big kick that you 
would get in having the knowledge that 
you and you alone, through your ability 
to wake men up, were responsible for 
putting some family in such an enviable 
position. On the other hand, think how 
you will feel when you sell a small policy 
and some other good agent takes care of 
the arranging. Bear in mind the fact, 
that if we are to build up our business 
to the plane it deserves, we must sell 
such ideas. 


Entirely Different Case of Young 
Man with no Dependents 


Here is the picture of a young man, 
age 25; has no dependents; has a salary 
of $150 per month. I cannot take time to 
analyze his motivating instincts psycho- 
logically. He does not have the same 
reasons for owning insurance that the 
married man has. He may be hard to 
convince that he will ever be married, 
so why should we try to do it? Show 
him that in order to succeed he must 
save. Stress disability protection. Ask 
him how much he ought to save every 
month, and if he is doing it now. Show 
him your plan and ask if he can show 
you a better one. My idea would be to 
make a very simple analysis for him, 
keeping in close touch with him from 
year to year so that if his mode of living 
is changed, you could make new arrange- 
ments. 

He should buy an endowment at 65, 
either continuous or 20 premiums type. 
Picking the type of policy to use be- 
comes automatic after you have made 
your analysis. There is no one policy 
that must be supplied to fill one need. 
Your job is to get him| insured at once. 
If you get down to rock bottom, what 
difference does it make if he owns 20- 
payment life or 20-payment endowment 
at 65; endowment at 60 or endowment 
at 65? Pick a contract he can afford 
and that gives him the most for his 
money. A policy that fits him today may 
be entirely unsuited for him 20 years 
from today. 


Need for Giving the 
Best Type of Service 


Some of you may ask, “Why go to all 
this trouble, when you can get an appli- 
cation without it?” Your question is very 
apt, if you just want to sell policies. If 
you want to build up a clientele for your- 
self, you will find that the service you 
can render with the analysis system to 
those prospects and clients who can ap- 
preciate such a service will pay you 
many times over. If these three plans 
are practical and you can make more 
money for yourself and be happier in the 
business, then vou will want to use them. 
Consider the benefits from the following 
angles: 

1. It gives you a reason for calling 
back each year to see whether any 
changes are necessary in the program of 
any changes necessary in the type of 
policies carried. The most successful 
agents are men who are writing their 
policyholders over and over again. One 
agent in St. Louis tells me that he has 

















Agent Breaks Own 
Single Day Record 


A. N. Sakellarides, agent for 
the New York Life, in St. Louis, 
announces that he has broken his 
own world record for a single 
day’s business by writing 160 
individual applications. Volume 
was $250,000. None of the policies 
was on the group plan. Four 
years ago Sakellarides claimed a 
record of 153 policies in one day. 
He has been in insurance for five 











years. 
2. You eliminate competition to a 
large extent. You are selling ideas, 


not complicated cash values and incom- 
prehensible poppycock. 


Size of the Applications 
Will Be Increased 


3. The size of your applications will 
increase, and naturally your commissions 
will grow. The record of one agent 
shows that business written on the “no- 
method” plan resulted in an average 
policy of $2,300, while on the analysis 
plan his average application was $5,900, 
with more applications on better risks. 

4. Better renewal ratios are always 
experienced if insurance is sold for a 
reason. 

5. You will get more interviews, and 
in turn more sales. 

6. You will work with a better class 
of prospects. 

7. You will get favorable publicity. 

8. You will be happy because you will 
know that you are doing your job well, 
and because people will respect you as a 
business man rather than shun you 
a pest. 


Confidence Is Given 
by Real Preparation 


as 


May I suggest a plan of work for one 
day? True, many plans have been de- 
vised and I will be happy if any point 
mentioned here will be helpful to you in 
arranging one for yourself. The Life 
Insurance Sales Research Bureau, after 
a very careful study and analysis, find 
that the average insurance man spends 
only 90 minutes each day in interview- 


ing prospects. Only 5 percent of the 
240,000 agents earn $5,000 per year. 


Where is the loop-hole? Isn’t it lack of 
plan, lack of goal, or lack of thoughtful 
effort? If your vocation is now a 
“game,” change it to a business. Set a 
goal for yourself and put your own house 
in order. Then— 


Daily Schedule 
Should Be Prepared 


1. Make two prepared analyzed inter- 
views each day. This should take about 
forty minutes’ time. (Always have four 
or five prepared ahead of time.) 

2. Make two prepared policy outline 
interviews, such as endowment at 65, or 
twenty payment life increased benefits. 
Time required about 40 minutes. 

3. Make two verbal propositions, care- 
fully prearranged, on either life or acci- 
dent insurance. Time required, 40 min- 
utes. 

4. Make four calls 
Forty minutes required. 
5. Make two calls each day for busi- 
ness insurance—salary savings insurance 
or group insurance. Time required, 40 
minutes. 

6. Preparation for next day—60 min 
utes. 

This program will require 4 hours and 
20 minutes. Assuming that it takes 10 
minutes between calls, you would be 
working only five hours and 40 minutes. 
Is this too much to ask of yourself? 


for information. 


Campaign to Women Gets Results 


As a result of a campaign wherein 
all circularization was done to wives of 
agents and all prizes were for women, 
the Midland Life of Kansas City last 





sold one man 37 different policies. 


month paid for $1,420,000 of business. 





TRUST COMPANIES| 


AND BANKS 


A directory of responsible fi- 
nancial institutions that are 
especially equipped to co-op- 


creating life insurance trusts, 


and in handling other estate 
problems. 


CALIFORNIA 
The 








oldest Trust Com- 
pany in the West 


Wells Fargo Bank | 


and 
Union Trust Co. 
SAN FRANCISCO 
Since 1852 


Trust Department established 1892 





ILLINOIS 


erate with life underwriters | 


| 
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LIFE INSURANCE and 
TRUST SERVICE 


now go hand in hand. Men of 
affairs demand both. Life Insur- 
ance creates the estate. Our Pro- 
tected Life Insurance Trust safe- 
guards it. 


A Special Reserve Fund of $2,000,- 
000 protects principal and income 
against loss. 


69 West Washington St. 


CHICAGO TITLE & TRUST COMPANY | 
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THE 
PEOPLES TRUST AND 
SAVINGS BANK OF 
CHICAGO 


Michigan Blvd. at Washington St. 


CHICAGO 
Earle H. Payacite R. B. Upham 
PRESIDENT pone oe 


loyd B. Wea 
SECRETARY & TRUST OFFICER 








NEW YORK 





CHARTERED 1822 


The Cit 


Bank Farmers 
rust Co. 
22 William St. 


Temporary Offices—43 Exchange Place 


ba Ave. at | ae St. 
t ve. at 43rd St. 
pe 181 Montague St., 


Brooklyn 
London, England 
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RECENT LETTERS 


The President of a large Company 
says: 

“It will rev olutionize Life Insurance 
Selling. 


A Superintendent of Agencies says 
“Greatest Setling Idea in a Decade 
An U nderwriter says: 

t has doubled my income.’ 
LIFE INSURANCE AS A 
PROPERTY INVESTMENT 

Found only in “The Essentials of 
zife Underwriting” by 
Abner Thorp, Jr. 


The Diamond Life Bulletins 
420 E. 4th St., Cincinnati, O. 
























































SELLING METHODS 
CLAY HAMLIN 


First authorized, 
annotated and complete 
exposition of the practices 
of one of the greatest 
Underwriters of all time, 
appearing in the June and 

July issues of 


The Diamond Life Bulletins 


420 East Fourth Street 


Cincinnati, Ohio 
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BY GEORGE ! 


THATS A FINE |DEA I 
NEVER THOUGHT oF— 


> _ LESS — WE’LL DQ IT 
Ye) OF COURSE « 




















THE BEST SUGGESTIONS OFTEN COME 











> UNEXPECTEDLY we 


Licensed to do Business in 32 States 


Write for General Agency Proposition 
and Territory 


2ESERVE LOAN LIFE 


} INSURANCE COMPANY 
[——)_ ‘INDIANAPOLIS. INDIANA. —[Los | 











